ys ance 


Soundness of Company . . . Soundness of Plan 


FAMILY SECURITY 


—both are provided by NYNL, through sound management 
and a forward-looking method of agents’ compensation 


The soundness of a life insurance company—its 
ability to fulfill its promises to policyholders — de- 
pends on management. Management can be known 
only by its works. This company is in its 56th year 
of steady growth. Since 1930, in common with all 
companies, it has passed through the most trying 
decade in history, and today it is stronger than 
ever before. 

Soundness of your life insurance plan, however 
—the accuracy with which it fits your needs—de- 


FINANCIAL 


pends almost entirely on the agent. Since 1939 your 
NWNL agent has been paid, not primarily for the 
insurance you buy, but for the insurance you keep 
in force. He is rewarded directly, in dollars and 
cents, for selling you only the kind of insurance 
you need, and only the amount you can afford — 
and for keeping that insurance adjusted thereafter 
to your changing needs. 

He is paid to build you a sound plan, and to keep 
it sound. A sound company will see to its execution. 


STATEMENT 


December 31, 1940 
As in past years, this is the first complete and final life insurance balance sheet to be published. 
Ask your banker, or some other qualified person, to give you his opinion of the intrinsic soundness 
of this Company’s investment methods and management practices. 


RESOURCES 
( 6.4%) $ 5,179,465 
‘ 19,172,559 
5,308,261 
437,747 


Bonds Fully Guaranteed by the U.S. . 
Canadian Government Securities... . 
Other Bonds: 

State, County, and Municipal. 

Railroad Mortgage Bo 

Railroad Equipments. 

Public Utility. . 


2,872,423 


11,535,507 
9,418,224 


First Mortgage Loa 

Policy Loans 

Real Estate (Including Home Office Building and 
Real Estate Sold Under Contract) 

Premiums, Due and Deferred 

Interest Due and Accrued and Other Assets. . 


2,771,991 
2,130,395 
622,966 


Insurance in Force $460,034,187 { 


LIABILITIES 
Reserve on Policies 
Death Claims Due and Unpaid 
Claims Reported but Proofs not Received 
Reserve for Claims Unreported 
Present Value of Death, Disability, and Other Claims 
Payable in Instalments 
Premiums and Interest Paid in Advance 
Reserve for Taxes Payable in 1941 
Profits for Distribution to Policyholders 
Reserve for Other Liabilities 
Asset Fluctuation Reserve 
Surplus Funds and Capital: 
Voluntary Contingency Reserves..........+.+-+++ $ 


General Surplus. 
Paid-in Capital. 


2,975,473 
2,913,745 
918,502 


5,670,291 
$80,784,203 


NwNL’s 1940 gain in insurance in force was $19,463,474 which 
is 44% greater than 1939’s gain. 


NORTHWESTERN. Vattonal LIFE 


INSURANCE 
O. J. Arnold, President 


COMPANY 


Minneapolis, Minn. 


This advertisement, presenting NYNL’s 56th Annual Financial Statement, appears in TIME, out Jan. 9. 
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Little Com Lite Chart 


A NATIONAL UNDERWRITER PUBLICATION 


Only Book 
of its kind, showing 


Both | ‘s | 
Settlement Option 


Be Well Prepared in 1941 





with NEw, Up-To-DATE, 


Facts and Figures that Sell 


Every underwriter has occasions when some little item 
—often a rate, value, or policy point—becomes suddenly, 
most important. One can never predict when this will hap- 
pen. Yet if available, the answer may be just the thing to 
close the sale right away—and “conditions” may never be 
so favorable again. Thus it is highly important to be well- 
prepared with the facts, at all times. 


Sweeping CHANGES 
Make New Information Essential 


Important changes in rates, reserves, dividends, etc., 
have already been announced or are contemplated shortly 
by more than 50% of the companies—according to a ques- 
tionnaire recently sent out by the American Life Conven- 
tion. Among those reporting major changes are the 
Aetna, Connecticut General, Connecticut Mutual, Equit- 
able Society, New England Mutual, New York Life, 
Northwestern Mutual, Phoenix Mutual, Prudential, 
Travelers, Union Central and many others. Consider 
what it means to risk misquoting data on companies such 
as these. 


Be sure to specify “THE LITTLE GEM” for 1941 





To meet the new situation caused by these widespread 
changes, the most effective pocket reference book is the new 
1941 Little Gem. Not only does it provide all the answers 
available from ordinary books, but it also contains numerous 
extra features of real value. 


For instance, the Little Gem is the ONLY book of its 
kind showing the Incomes Payable under contracts issued 
years ago—as well as those now being issued. Indexed by 
dates of issue, this most important information, so helpful in 


(Full Preparedness means using the most effective “weapon”) 


programming and selling the income idea, is available from 
no other similar book. 

Furthermore, the Little Gem covers some 60 extra com- 
panies, gives rates on 864 extra contracts and shows values 
on some 344 more contracts than its principal competitor— 
and that’s approximately 50% more. Not only is the Little 
Gem more comprehensive but it is most carefully planned 
throughout. For instance, it is printed in larger, easier-to- 
read type. It has only ten sections—ten places to look. 
Other books have as many as 17 sections, so the Little Gem 
is obviously easier-to-use, too. Yet it costs no more. 


The “LITTLE GEM” gives “More on ALL the important subjects! 


(*Analytical Proof Sent on Request) 





Policy Points & “Practice” (150 com- Direct Reading Social Security 


panies ) 

Premium Rates — All ie (2700 
contracts ) 

Disability & Double Indemnity Rates 

Cash Values on over 1000 contracts 

Also Values and Incomes at 55, 60 
and 65 

Net Costs, Net Payments & Sum- 
maries 

Annuity Rates—Immediate & Retire- 
ment 

Special Programming Section of 
over 52 pages—1/3 more than 
any other 


And many other useful features. 


Take Advantage of its EXTRA VALUES >” 


Tables 

Retirement Contracts—costs, values, 
etc. 

“Highspots” re the larger companies 

Juvenile, Term, Industrial, etc. 

Settlement Options—Both New & 
Old—274 tables (ten times as 
much as other books) 

Supplemented Monthly by The In- 
surance Salesman 

Financial & Business Reports—four 
years, 22 items, and for 228 com- 
panies. 


P Order Yours Now for Prompt Delivery 


een ‘Club Rates’’ to All Agents 


Rush as soon as ready, and at my “club rate” 


copies New 1941 “Little Gem” 





To The National Underwriter Co., Statistical Division 
420 East Fourth Street, Cincinnati 








THE NATIONAL UNDERWRITER Life Insurance Edition. 
Office of publication, 175 W. Jackson Blvd., Chicago, 
anuary 10, 1941. $3.00 per ar (Canada $4.00), 15 cents rag copy. Entered as second class matter, June 9, 1900, 
at the post office at Chicago, 1879. 
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Closer Policyholder 
Contacts Sought 
by 0. J. Arnold 


Northwestern National 
to Hold Series of “Stock- 
holders’ ” Meetings 


An innovation in public relations 
work was announced by O. J. Arnold, 
president Northwestern National Life, 
at a meeting of the company’s Chicago 
agencies. A. series of “stockholders’ ” 
meetings will be held in various cities 
to which policyholders will be invited 
to ask questions, criticise, voice their 
own needs and problems, and learn what 
makes insurance “tick.” 

Mr. Arnold plans to attend as many 
of these meetings as possible. After 
five or six gatherings are held, results 
will be analyzed and if they meet an- 
ticipations the program will be extended 
on a countrywide basis. The size of the 
groups will be restricted so that the 
conference can be on a personal rather 
than a mass basis. 


Few Understand Purchase 


Few life insurance policyholders un- 
derstand what they have bought as long 
as a year after the purchase, Mr. Arn- 
old pointed out in-amplifying on his 
plan. They remember only the pre- 
miums they pay, and what the policy 
promises to pay. 

“The average life insurance policy- 
holder does not know his own strength 
and his own importance in the Ameri- 
can scheme of things, or how to get the 
maximum benefits from his life insur- 
ance investment. He needs to know 
what makes insurance ‘tick,’ and how 
much its benefits and its cost can be 
affected by the actions of himself and 
his fellow policyholders. He needs to 
know that he has a stake in his com- 
munity’s sanitation facilities, health pre- 
cautions and accident record. 


Have Wide Investments 


“He needs to know that he with his 
65,000,000 fellow life insurance policy- 
holders have a direct financial stake in 
over 4,000 private and 11,000 public and 
government enterprises. For every 
$1,000 of insurance he owns, he owns in 
the security back of that policy an aver- 
age of $222 worth of various invest- 
ments. He owns over 11 percent of 
U. S. government bonds, 14 percent of 
all city real estate mortgages, 22 per- 
cent of all public utility bonds, and 
nearly 10 percent of the railroad bonds. 
He needs to be an informed investor. 

“Finally, in the case of several million 
families life insurance is their only sav- 
ings, or practically their only savings. 
It is the principal reliance of many mil- 
lions of others. At our meetings, there- 


fore, each policyholder present will have 

an opportunity to learn more about his 

company and the men who manage it 
(CONTINUED ON PAGE 22) 


Northwestern Mutual Has_ Mich. Commissioner 
Eastern Regional Parley 


Hill Urges Agents to 
Double Best 
Six Months Sales 


NEW YORK—From the opening talk 
of Director of Agencies Grant L. Hill 
to the closing address by President M. 
J. Cleary the following day, the North- 
western Mutual’s big eastern regional 
convention was packed with sound, 
worthwhile production and _ conserva- 
tion slants. While much of the mate- 
rial given was mainly of intra-company 
interest a considerable amount, as al- 
ways, was of sufficiently wide applica- 
tion to be of interest to all in the life 
insurance business. 

An unusual feature was a staged pres- 
entation in eight scenes, “The Success 
Pattern,” which occupied an_ entire 
afternoon. 

Mr. Hill gave a simple but thought- 
provoking formula for self-analysis and 
improved production which should find 
wide application. The formula is 
6BM X2=FFT. He explained that 
“6BM” means paid production of the 
agent’s six best months multiplied by 2 
gives “food for thought.” 


Should Be Nearer 1941 Figure 


“Ask yourself seriously and honestly 
if that resulting figure shouldn’t be 
nearer your production this year if you 
work as intelligently and as industri- 
ously as you now intend to,” he sug- 
gested. “You may say, ‘yes but I had 
a couple of fair-sized cases in that good 
six months. Sure, but is there any 
reason why you can’t plan on having 
four such cases this year if you start 
planning now? And certainly now is 
the time to do it.” 

Mr. Hill said he had analyzed the 
production records of 20 men who he 
was reasonably certain would be at the 
meeting. Their year’s production ranged 
between $363,000 for the high man to 
$213,000 for the lowest one in the 
group. Application of the “6BM xX 2” 
formula would have given the low man 
a production of $330,000 while it 
would have placed another than the 
high scorer at the lead with a produc- 
tion of $651,000. Furthermore, twice 
the production of their six best months 
would have given the group 10 half-mil- 
lion producers, three of whom would 
have run over $600,000. 


Best Six Months vs. Worst 


Mr. Hill contrasted the six best 
months of these agents with their six 
worst months. The difference amazed 
the audience. Typical figures were 
$253,000 to $64,000; $281,000 to $44,000; 
$298,000 to $56,000; $325,000 to $28,000; 
$314,000 to $10,000; $171,000 to $142.000. 

Quoting a quaintly worded bit of ad- 
vice from the “Insurance Gazette” of 
1860 to the effect that agents should go 
after business and not wait for it to 
come to them, Mr. Hill said that one of 
the Northwestern’s leading agents told 
him recently that he lost on a $50,000 
policy because he had not wanted to 

(CONTINUED ON PAGE 23) 





Federal Reserve Board's 
“Brake” Plan Commended 
by President Cleary 


NEW YORK — President M. J. 
Cleary of the Northwestern Mutual 
Life hailed the Federal Reserve Board’s 
recent demand for a brake on govern- 
ment borrowing and its challenging of 
the wisdom of present low interest 
levels as “a tremendously important 
and interesting statement.” Speaking 
at the close of the Northwestern’s big 
eastern regional convention, Mr. Cleary 
said that the board’s action is important 
not only as affecting the future of in- 
terest rates but as a curb on inflation- 
ary tendencies. However, he made it 
clear that there has never been any 
basis in this country for fearing the 
type of inflation that prevailed in post- 
war Germany or France even though 
people persist in thinking in terms of 
those conditions. 

Mr. Cleary said that the Federal Re- 
serve program if adopted—and he said 
there are encouraging reports as to the 
probability of its adoption—would re- 
move all but one of the major threaten- 
ing inflationary factors. 

“The Federal Reserve authorities,” 
he pointed out, “propose to repeal the 
authority to issue printing press money, 
authority to further devalue the dollar, 


authority to monetize foreign silver 
purchases. They propose, which is 
tremendously important, the sale of 


public securities in connection with the 
program of preparedness to the general 
public instead of to the banks. They 
propose to provide heavier taxes to meet 
part of the expenses and above all to 
set up a program that will result in a 
balanced budget. 


National Debt Only Bad Spot 


“Except for the national debt factor 
which is going higher, if these things 
were done the major sources of fear, 
the major threats from an _ inflation 
standpoint, would be pretty well con- 
trolled. The national debt is alarming, 
yes, but with our wealth and with our 
resources and with our ingenuity, if we 
can turn American enterprise in the di- 
rection of confidence in which the peo- 
ple of this country will use what they 
have we could take care of that national 
debt, even great as it is. 

“Now, at the present moment the 
thing that confronts America individu- 
ally and collectively above all others is 
security—security in two phases. First, 
national security. For that we have set 
up a tremendous program of prepared- 
ness. The other phase of it is concerned 
with security of the individual and his 
family. 

“We of life insurance have an allur- 
ing opportunity and I might say an ur- 
gent duty to aid national preparedness, 
to bring about mental preparedness, to 
bring about a sense of security on the 
part of the individual. We have that 
opportunity in a greater degree than 
any other group of men in the country. 

(CONTINUED ON PAGE 22) 


Appointment 
Causes Surprise 


Berry of Detroit Hadn't 
Been Touted—Jenifer 
Named in Idaho 


LANSING, MICH. — Eugene P. 
Berry, veteran Detroit attorney, is to be 
Michigan’s new insurance commissioner, 
it is announced by Gov. Van Wagoner. 
He will succeed Col. John G. Emery. 
as soon as he is confirmed by the senate 
and provides bond. 

Insurance men were taken by surprise 
at the announcement since Mr. Berry’s 
name had not been mentioned in specu- 
lation relative to the appointment. 

Mr. Berry served in appointive posts 
under the past two Democratic gov- 
ernors, as a commissioner of labor and 
industry during the regime of W. A. 
Comstock in 1933-34, and as counsel to 
the department of agricuiture under 
Frank Murphy, in 1937-38. : 

Mr. Berry was born in 1882 in Stock- 
bridge, about 25 miles from Lansing. He 
attended the Detroit College of Law and 
was admitted to the bar in 1905. He has 
practiced law in Detroit since and has 
been active in Democratic affairs, having 
been the nominee for congress in 1916. 

Mr. Berry was ill with influenza at 
his home when notified of his selection. 
He indicated that he would visit Lan- 
sing later in the week, however. 


GRAVES ARKANSAS APPOINTEE 


LITTLE ROCK-—J. H. Graves, Mis- 
souri Pacific railway agent at Judsonia, 
one of the managers of the 1940 cam- 
paign of Homer M. Adkins for governor 
of Arkansas and Arkansas finance officer 
of the Democratic national committee, 
has been appointed commissioner of in- 
surance, effective when the new admin- 
istration takes office Jan. 14. He will 
replace M. J. Harrison, who has made 
an excellent record since his appoint- 
ment four years ago. 

Governor-elect Adkins, who formerly 
was a fire and casualty agent in Little 
Rock and was Arkansas collector of the 
internal revenue when he entered the 
race for governor, is completing selec- 
tion of key officers in his administration. 
A. B. Hill, Union Central Life, Little 
Rock, who was prominently mentioned 
for insurance commissioner, has becn 
named to the state utilities commission. 


OUTLOOK IN MINNESOTA 


ST. PAUL—The possibility that an 
attorney or someone else outside the in- 
surance business would be the next in 
surance commissioner of Minnesota 
loomed this week following a series 0 
conferences between Governor Stassen 
and insurance leaders. He conferred 
with 15 or more men influential in the 
business and while he intimated to them 

(CONTINUED ON PAGE 20) 
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Lincoln National's 
Retirement Plan 


Details Are Told 


Details of the Lincoln Natidnal Life’s 
agents’ retirement plan have been an- 
nounced by A. L. Dern, vice-president 
and director of agencies. The plan 
became effective Jan. 1. 

The plan applies generally to full 


time district and special agents. Gen- 
eral agents are not eligible. Although 
it is called “a_ retirement plan, 


it is not necessary for the agent to re 
tire from active life insurance work in 
order to receive benefits. 

A substantial income beginning at 
age 65 is provided for agents who regu- 
larly produce a good volume of per- 
sistent business. Agents are especially 
rewarded for high persistency of busi- 
ness, inasmuch as retirement annuity 
credits and agents’ contributions are de- 
termined by the amount of business the 
agent has in force rather than by vol- 
ume written or paid for. 

The plan offers a life annuity begin- 
ning at age 65, guaranteed for five 


years. Earlier retirement may be se- 
lected with a reduced income to start 
after 60. 


Company Will Pay Over 50 Percent 


The plan is on a contributory basis, 
arranged in such a way that the com- 
pany will invariably pay more than 50 
percent of the cost. 

An agent can contribute in a given 
year only after meeting all of the fol- 
lowing requirements: 

1. Must be between ages 35 and 65 
on Jan. 1 of the contributing year. 

2. Must be operating on a full time 
basis under an agency contract. 

3. Must have produced not less than 
$50,000 of paid for insurance during any 
two consecutive calendar years subse- 
quent to 1935 and subsequent to Jan. 1 


of the year in which age 30 was 
attained. 

4. For years subsequent to 1941, 
contributions may be made only if 


$50,000 of paid business is produced in 
the calendar year preceding the vear 
of contribution. 


Establish Single Premium Annuity 


Each year when the agent meets the 
requirements, a single premium de- 
ferred annuity is established in his 
favor. The total of such annuities con- 
stitutes the retirement age income he 
will receive under the plan. 

The annuity credit as well as the 
amount required as the agent’s contri- 
bution are determined by the amount 
of insurance the agent has in force at 
the close of the year preceding the year 
in which the contribution is made. 

The agent’s contribution for a given 
calendar year will be at the rate of 10 
cents per $1,000 for all business in force 
within $2,000,000 and 7%4 cents per 
thousand for all business above $2,000,- 
000. The agent’s contribution must be 
made within the year or he forfeits any 
benefits for the year in question. 

For each $100,000 of personally pro- 
duced business in force at the end of 
the preceding calendar year, contribut- 
ing agents will be credited with a speci- 
fied monthly annuity credit, graduated 
according to the agent’s age. 


Collateral Benefits Available 


Collateral benefits are available under 
the plan in the event of the agent’s 
death or termination of service. Agents 
who contribute to the plan will have re- 
turned to them or their beneficiaries in 
one form or another an amount equal 
to or greater than the contributions 
actually made by them. 

The workings of the plan can be il- 
lustrated by the case of a hypothetical 
agent who contracts with the company 
just prior to age 35 and who produces 
$100,000 of personal business annually 
and contributes every year until age 65. 
Assuming a moderate lapse rate based 


Preliminary 1940 Totals 
Show Many Increases 


(IN SOME CASES THESE FIGURES ARE ESTIMATES) 


-—New Paid Business— 
1940 1939 j 


Amer, Life & Acci., Mo.... 


$ 3,215,092 
PIMICADIO TREC. 6 0:6-5:5:0.0:09:008 1 





PRIBMUIC DATO oa.cc ce ecccvns gt ats 
BRItImMOore THe oo. oes cee 24,433,707 

SSOPAENITO TALS 6.05.0 0:00 00 50 17,204,780! 
Boston Mutual Life.’..... 22,800,000 
GOlOPERO DATO o....65.0509:00 7,500,000 
Columbus Mutual Life.... 11,309,093 
Confederation Life ....... 49,390,0992 
Conn. Mutual Life......... 101,785,431 
Conservative Life, Ind....... 3,191,962 
Continental American Life. 16,759,962 
Equitable Life, Ia.......... 45,359,821 
TUROSIBIDOE TALS 06:0 60 0:60. 0e0's 12,450,000 
POGGrAl TALS: 2... «0.000605 7,184,000 
Fidelity Mutual Life...... 25,821,486 
George Washington Life.. 2,687,036 
Great American Life, Kan. 2,023,995 
Great National Life....... »804,317 
Great Northwest Life..... 1 "475, 000 
Great-West Life .......... 53,400,0002 
Guarantee se _- 14'615,307 
Guardian isife, N. Y....... 38,568,533 
TOMS LETS, I, U5. 2:0.0 0.0.00 :¥0 43,609,392 
Home Security Reifo.. 255. 19) 400,000 
Home State Tile. «ose 0scs 11,309,262 
imperial iife, Can........ 21,205,8504 
Internatl. Travelers ...... 1,050,565 
Liberty Nati. Life......... 43,000,000 
Lincoln Liberty Life...... 6,500,000 
Lincoln National Life..... 158,324,079 
TONGON TALS oi .c000000000 100,022,857 
Loyal Protective Life..... 1,375,454 
Manhattan Mutual Life.... "941 1,000 
Manufacturers Life ....... 48, 140, 561 
po ae 0 4,504,809 
Mutual Lite, Can, ......... 49,188,728 
National Fidelity Life..... 2,945,850 
Natl. Guardian Life........ 4,489,56 

National Wife, Vt... 506. 45, 056, 847 
North American Life...... 10,350,000 
Northern Life, Can... se ie 6,300,885 
Occidental Life, Cal. 72,000,000 
Old Republic Credit. 52,325,000 
Pacific Nati. Life.......... 5,870,423 
Pan-American Life ....... 20,867,850 
og eS era 145,177,463 
Peoples Life, Ind......... 7,730,000 
Policyholders Natl. Life... 3,748,876 
SPrudential, Tn... ..0..00..% 6,933,530 
ROCKTOPG TALC 6 o.s0.0:8'0s ein ve 3,705,708 
Sauvegarde Life, Can...... 7,355,000 
State Reserve Life........ 2,315,646 
texas State Life. ......6.. 2,474,500 
MORBR IN RENN 5 ors 00 bee sire 2,071,598°5 
Victory Life, Kan........ 6,049, 000 


Western Reserve Life..... 297,814 
Woodmen Central Life.... 3 170, 523 


--Change in Ins. in Force— 
1940 1939 


93 
$2,034,856 +$ 655,975  +$ 335,051 
12,763,295 +2,446,181 + 3,192,857 
10,858,529 + 670,000 +-1,242,768 
27,351,875 +5,180,000 + 4,659,963 
16,341,599 +4)047,941 +2)588,936 
22,818,658 + 4,677,321 + 3,662,880 
5,588,910 + 2;000,000 +165,887 
10,344,782 + 4,546,089 + 2,758,195 
48,604,5012 +13, 609,355 +9,951,692 
91,666,969 +42,902,647  +28,718,281 
2,713,622 +779,605 +261,370 
20,483,901 +1,249,851 + 3,478,675 
42,109,290 +12,852,648 +7,631,017 
13,665,215 +3,250,000 +2;900,589 
4,866,936 +1,590,544 —2)777,554 
24,234,617 +4,775,326 2,505,244 
'995,093 +763,391 195,981 
1/199,193 +810,936 —437,560 
2}366,459 41,113,262 +973,395 
907,835 +4:450'000 —1,673,29 
61,657,010 -+14,525,000  +18,023,123 
16,763,187 + 2,029,241 +1,534,707 
38,502,876 +6;710,183 +3)791,675 
42,003,528 +16,794,159  +17,430,819 
19,763,403 + 4,700,000 +3,754,005 
12,504,104 +1,102,957 + 2,393,975 
22,144,123 +2/810,283 +2;375,756 
851,792 +360,849 $249,312 
41,917,132 + 6,739,339 +7,403,651 
7,155,786 + 1,000,000 +1,667,000 
157,064,788 +56,678,070  +39,426,606 
87,235,888 +55,000,000  +35,694,817 
1,066,913 +'828,350 +642,845 
728,761 Ee +o errr 
53,964,520 +13,844,465 -+16,799,361 
5,064,605 +107,546 +1,075,893 
49,025,247 13,908,860  -+13,000,541 
2,052,007 +'821,801 +230,1 
265 +1,424,318 +1,057,533 
43, 782) 959  -+-13,985,538 — +-12,110,130 
10,383,903 +-2,170,000 +1,159,844 
5,494,672 +1,961,962 +1,400,537 
78;396,657 +27,500,000 37,324,732 
39,039,672  +12,800,000 +5,338,450 
4,922,141 +23657,279 +1,772,406 
20,634,185 +-5,200,000 6,628,310 
139,026,301 +-27,188,339 + 17,818,596 
9,128,610 + 1,000,000 + 2,765,804 
3,895,181 +1,520,099 +1,368,880 
5,896,034 + 4,561,233 +3,439,683 
1,616,873 +-1,686,260 +106,184 
6,382,000 }- 3,600,000 +2,150,000 
1,817,678 + 913,988 +555,171 
1,009,000 2,153,725 41,029,442 
1,910,687 +'929,350 +'342,068 
5,630,000 +1,250,000 -+ 1,070,000 
2,971,443 +1,181,475 +517,307 
2,489,580 +13536,918 +1,536,923 


1Includes additions, revivals and increases. 
“Including pension ‘ponds without insurance. 


®All figures include annuities. 
‘Exclude deferred annuities. 
5Includes revivals. 


6Canadian business only. 





upon a 20 percent first year rate, his 
monthly life income at age 65 would be 
$88.34, which is guaranteed for five 
years in any event. 


Provides for Previous Service 


Agents who qualify for participation 
in the plan begin making contributions 
at age 35 and continue these payments 
during each year they qualify between 
ages 35 and 65. For those agents who 
were over age 35 on Jan. 1, 1941, the 
company intends to provide additional 
annuities based upon contractual serv- 
ice after age 35 but prior to Jan. 1, 
1941. The amount of past service 
credit is based upon the amount of 
business in force on Dec. 31, 1940. It 
will be determined by applying a speci- 
fied factor to the amount of business in 
force and then multiplying that prod- 
uct by the number of years of the 
agent’s service after he attained age 35 
and before Jan. 1, 1941. These past 
service credits will cost the agent 
nothing. 

The Lincoln National Life’s plan will 
be administered by a council of officers. 
The council, as initially appointed, is 
under the chairmanship of Mr. Dern. 





Paul Keller to Give Paper 


Paul E. Keller, Benefit Association of 
Railway Employes, will give a paper, 
“What Constitutes Timely Payment of 
Premiums,” at the meeting of the Chi- 
cago Life Insurance Lawyers Club next 
Tuesday. 

Paul G. Annes will tell a claims story 
and review of current decisions will be 
given by George F, Killinger. 


Travelers Premiums 
at New High Mark 


HARTFORD — Preliminary figures 
show that the premium income and 
total income of the Travelers group in 
1940 were the largest in history. 

Total income of Travelers, Travelers 
Indemnity, Travelers Fire and Charter 
Oak Fire last year was more than 
$249,459,000, a gain of more than $10,- 
829,000 over the previous year. 

The total paid premium income ex- 
ceeded $203,114,000. Life premiums 
were $116,005,000, and accident and 
health, $19,650,000. 

Total new life insurance issued on a 
paid basis was $717,700,000 including 
$523,250,000 of group. This came with- 
in 9 percent of the total new life insur- 
ance of 1939 which included the big 
Ford Motor Company and New York 
state civil service employes group cases. 
The life premiums of 1940 exceeded 
those of 1939 by more than $3,000,000. 
Gains were also made in accident and 
health. 


Honor Kemp’s Fifth Anniversary 


On his fifth anniversary as president, 
general agents of the Pacific Mutual 
Life presented President A. N. Kemp 
applications for $1,170,000 secured in a 
three-day testimonial campaign. 

W. M. Rothaermel, agency vice-presi- 
dent, representing the field organization, 
presented the applications, which were 
in a bound volume of 415 pages. 


Penn Mutual's New 
Retirement Plan 
Is Explained 


Complete details of the Penn Mutual’s 
new retirement plan for agents at age 
65 have been announced. The plan be- 
came effective Jan. 1, subject to its ac- 
ceptance not later than July 1, by not 
less than 80 percent of those eligible for 
benefits. Retirement annuities begin- 
ning at age 65 are provided for all 
eligible, the amount being dependent 
upon the agent’s age at entry, his com- 
mission earnings and at the agent's 
option, the commuted value of his as- 
signed vested renewal interest at the 
date of retirement. 


Supplementary Benefits Provided 


Supplementary benefits in event of 
total disability, death or withdrawal 
from service are provided. 

Agents contribute 3 percent of com- 
mission earnings and the company con- 
tributes a like amount. Participation in 
the plan is voluntary. To be eligible 
under the plan, the agent must be under 
age 61, have been under contract at least 
one full year and received not less than 
$600 in commissions, excluding salary or 
other compensation. Those not now 
eligible can join the plan Jan. 1 of 
each year after meeting the require- 
ments. Participation is voluntary, al- 
though those who are eligible must join 
the plan within a year after becoming 
eligible or lose their eligibility. General 
agents operating on other than a strictly 
commission basis, salaried soliciting un- 
derwriters and part timers are not 
eligible. Members withdrawing are not 
permitted to reenter. 


Can Retire Earlier 


Although retirement benefits uor-, 
mally become operative at age 65, those 
under the plan for at least 15 years may, 
with the consent of the company, at any 
time between ages 55 and 64, convert 
the retirement annuity to a reduced im- 
mediate annuity. Both member and 
company contributions cease at age 65. 
Those receiving retirement annuity 
benefits may at the discretion of the 
company continue active solicitation of 
new business. 

Upon retirement a monthly life an- 
nuity is payable without return in event 
of death or the member may elect to 
receive the actuarial equivalent under 
refund or survivorship plans. 

Members must pay in equal monthly 
portions 3 percent of commission earn- 
ings for the previous year up to a maxi- 
mum of $4,800. If commissions fall 
below the $600 minimum, contributions 
must not be less than 3 percent of $600. 
At the end of the year member’s and the 
company’s contributions will be applied 
for the purchase of a paid up retire- 
ment annuity commencing at normal re- 
tirement age on a basis not less favor- 
able than the company’s then current 
rates for annuities. 

In event of death prior to retirement, 
beneficiaries will receive the amount 
equal to the member’s contribution with 
3 percent compound interest. In the 
event of voluntary or involuntary with- 
drawal, the member will have his con- 
tributions refunded without interest. 

In case of total disability based solely 
on the company’s judgment, members of 
less than 15 years standing may elect to 
receive all contributions made with 3 
percent compound interest. A member 
for 15 years or more and not yet age 
55 may elect to receive a paid up de- 
ferred annuity (commencing at age 65) 
purchased by his own and the company’s 
contributions. After that he has the 
option to retire at any time after reach- 
ing age 55 in accordance with the regu- 
lations, or he has the option of sur- 
rendering the paid up annuity for the 
amount of his own contributions with 
3 percent compound interest. 

If he has been a member of the plan 
for 15 years or more and has reached 

(CONTINUED ON PAGE 20) 
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Northwestern Nat'l 
Again Has First 


Annual Statement 


MINNEAPOLIS—A gain of $19,463,- 
474 in insurance in force, bringing the 
total to $460,034,187 as of Dec. 31, a 
sharp gain in renewal premiums, and a 
$5,579,023 increase in assets to a total of 
$80,784,203 feature the annual financial 
statement issued by Northwestern Na- 
tional Life. The insurance in force gain 
was 44 percent larger than in 1939. 

Contingency reserves, surplus and 
capital increased by $212,373 to a total of 





0. J. ARNOLD 


$5,670,291, after adding $100,000 in ex- 
cess of legal requirements, to various 
policy reserves. 

“The substantial increase in insurance 
in force is especially encouraging because 
the gain was accomplished on approxi- 
mately the same volume of new busi- 
ness,” said President O. J. Arnold in com- 
menting on the statement which has 
been the first complete and final life in- 
surance company balance sheet to be 
published each year since 1925. “It, 
therefore, reflects continued improve- 
ment in persistency of business—a re- 
duction in terminations from lapse and 
surrender. This, I feel, results from two 
things: 1940 has been a year of increas- 
ing employment and therefore of im- 
proved well-being on the part of the av- 
erage family. Second, Northwestern 
National's long-range program of lapse 
prevention is getting results.” 

New business production in 1940, ex- 
clusive of revivals and _ increases, 
amounted to $59,705,046 as compared 
with $57,844, 015 in 1939. 

Total premium collections of $10,930,- 
964 in 1940 compared with $10,630,054 in 
1939. The increase, Mr. Arnold pointed 
out, was entirely accounted for by an in- 
crease in renewal premiums, reflecting 
still better maintenance of policies in 
force by their holders. 

Income from all sources totaled $15,- 
587,796. 

Death claim payments totalled $2,264,- 
612 while payments to living policyhold- 
ers, exclusive of policy loans, amounted 
to $3,459,487. Policy loans outstanding 
amounted to $9,418,224 compared with 
$9,565,148 at the end of 1939. 

Holdings of U. S. government securi- 
ties and fully guaranteed bonds of gov- 
ernment agencies totalled $24,480,820. 
First mortgage loans increased during 
the year from $7,292,650 to $11,535,507. 
The i increase was due to expansion in the 
company’s holdings of FHA loans on city 
homes. The cash item stood at $5,179,- 
465 compared with $4,474,631 the previ- 
ous year, 

Real estate owned, which includes the 
home office building and real estate sold 
under contract, decreased from $2,882,- 
675 to $2,771,991 which is 3.4 percent of 
total assets. 





Fidelity Investment 
of W. Va. Is Now 
a Life Company 


Fidelity Investment Association of 
Wheeling, W. Va., has now been recon- 
stituted as a life insurance company 
under the title of Fidelity Assurance 
Association. 

The company in its announcement re- 
fers to “the change in our name and 
the widening of the scope of our busi- 
ness to include the writing of life in- 
surance policies on the lives of individ- 
ual persons. In the future, the Fidelity 
organization will offer a complete line 
of attractive life insurance policies of 
all types and classes, including life an- 
nuities. 

“We believe there is a definite need 
and a large field for a contract which 
will provide an income at maturity for 
the entire life of its registered holder, 
or such other form of settlement as 
may be selected.” 


Fidelity has an extensive sales or- 
ganization selling an investment con- 
tract under which monthly payments 
are made for a period of years and then 
the company guarantees to pay out the 
proceeds in monthly installments. Most 
of the contracts have carried a Lincoln 
National Life policy guaranteeing to 
complete the payments, as they fall due, 
under the contract should the contract 
holder die prior to the end of the pay- 
ing in period. 

Fidelity has been under the jurisdic- 
tion of the West Virginia insurance de- 
partment, although its reserves have 
not been valued on an insurance ac- 
tuarial basis. Fidelity has had several 
collisions with the Securities & Ex- 
change Commission and finally agreed 
to come under the jurisdiction of the 


SEC. 


Fidelity Assurance is now applying 
for admission in a number of states 


Need Leaders with 
Vision, Yates Tells 
San Antonio Group 


Speaking on “The Challenge of Life” 
at a joint meeting of the San Antonio, 
Association of Life Underwriters and 
the San Antonio Life Managers Club 
for the graduation exercises of the 
agents training school, Jonn W. Yates, 
Los Angeles general agent Massachu- 
setts Mutual Life, stressed the need for 
leaders with a vision. He said only 
those should have authority who can 
entertain authority with a sense of hu- 
mility which produces within them a 
vision of the services needed by those 
who are to be served rather than ruled. 
Life insurance men, he added, need a 
vision which will cause them to go out 
and tell the story of life insurance. 

Mr. Yates called life insurance “the 
life line to anchor the home.” He 
pleaded for the presentation of the serv- 
ice of life insurance for the father when 

(CONTINUED ON PAGE 8) 








where Fidelity Investment has been 
operating. 

Fidelity Assurance is assuming the 
entire insurance obligation of Lincoln 
National Life in connection with the 
contracts and assumption certificates 
are being sent to contract holders. The 
charter was amended as of Dec. 31 to 
provide only for selling life insurance 
and annuities. Capital of the new com- 
pany is the same as that of the old, 
$1,700,000. Fidelity Assurance intends 
to file its annual statement with insur- 
ance departments of all states, which it 
proposes to enter. It is understood 
Fidelity Assurance has not yet been li- 
censed in any state except West 
Virginia. 

F. S. Risley is president; John Mar- 

(CONTINUED ON PAGE 9) 








insurance had been bought. 


concerned? 
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WILLIAM H. KINGSLEY 
Chairman of the Board 





A FIRST CLAIM 


The insured in this case was a young man of 20 who had 
decided on his own initiative to take insurance and did so in 
spite of some opposition on the part of the family. 
Convertible Income, and he planned to convert the Term por- 
tion into permanent insurance when he could afford to do so. 
The claim came through almost exactly three weeks after the 
He had been in an automobile 
accident and there was tragedy. 


Why is it that this case will probably be the most out- 
standing case remembered by three people in the agency office 


This was the first claim on the agency’s record, and came 
almost to the day on that agency’s second anniversary. The 
underwriter in the case, the youngest man in the agency, was 
completing his twelfth month in the business. 
the girls in the office had known the insured—in high school 
he had been class treasurer while she was class secretary. 


We have heard more than one underwriter say that the most 
thrilling moment in his business career had been, not at the 
time he sold his first case, but at the time he settled his first 
death claim. For then he came to a deeper conception and 
conviction of the importance of his life’s work. 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


He bought 


And one of 


bg 


JOHN A. STEVENSON 
President 

















45-Year Man 








JOSEPH C. BEHAN 


Joseph C. Behan, vice-president of 
Massachusetts Mutual Life has received 
his 45-year service emblem showing a 
star for each five years of his associa- 
tion with the company. 

He joined the staff Jan. 1, 1896, as 
a stenographer. After serving as chief 
clerk in the policy department, he was 
made assistant superintendent of agen- 
cies in 1909. In 1912, he became super- 
intendent of agencies, which position he 
held until January, 1928, when he was 
elected second vice-president in charge 
of agencies. He was elected a director 
in 1936, and vice-president in July of 
the same year. 

He is well known throughout the 
business in the United States and in 
Canada. He served as chairman of the 
executive committee of the Association 
of Life Agency Officers in 1937. In 
1938 and again in 1939 he directed the 
Annual Message of Life Insurance. He 
has a tremendous fund of wit and 
stories, which he transmits abundantly 
in private conversation and from the 
platform. 








Four National Stars for 
Texas Congresses Secured 


Four nationally known life insurance 
men including J. A. Witherspoon, vice- 
president National Associtaion of Life 
Underwriters, will comprise the team of 
speakers for the annual tri-city sales 
congress of the Texas Association of 
Life Underwriters to be held in Hous- 
ton, San Antonio and Dallas, Jan. 28, 
29 and 30, respectively. 

The other speakers will be Dr. W. 
Bailey, economist Travelers; S. E. Nae. 
tin, Columbus, O., general agent State 
Mutual Life,and R. B. Coolidge, super- 
intendent of agencies Aetna Life. Mr. 
Witherspoon is Nashville general agent 
John Hancock. 

The Fort Worth association will join 
with Dallas association in serving as 
host to the Dallas congress, which will 
be attended by agents from northern 
Texas. 

The sales congress committee, under 
general directtion of Jul B. Baumann, 


Houston, president Texas association, 
comprises J. P. Costello, Dallas, South- 
western Life; H. D. Mouzon, Fort 


Worth, manager California-Western 
States Life; William Sexton, Houston, 
agency secretary Great Southern Life, 
and Paul Creamer, San Antonio, man- 
ager Southwestern Life. 





F. L. Morton to Speak 


F. L. Morton, tax expert of the J. S. 
Myrick agency of Mutual Life in New 
York, will discuss new trends in taxes 
at the Jan. 16 luncheon of the New York 
City Life Supervisors Association at 
the Hotel Martinique. 
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Endorses Service 
Commission Idea 


The following letter was received 
from an agent in Massachusetts: 

“I am particularly interested in your 
editorial entitled ‘That 2 Percent Serv- 
ice Commission,’ which appeared in the 
Dec. 27 issue of your magazine. I 
agree with what you and the president 
of a state association have to say about 
the older men in this business who per- 
form services for old _ policyholders, 
their own and others, for which com- 
pensation is no longer paid. 

“T have been in the life insurance 
business for over 16 years with just one 
company. I served as president of our 
local life underwriters association. 
Never a big producer, I have averaged 
approximately $250,000 of new_ paid 
for business per year during this pe- 
riod., I have now arrived at the place 
where my renewals are no longer in- 
creasing, and where there is a con- 
stantly increasing amount of free serv- 
ice which my policyholders require, and 
have a right to expect. Each year puts 
more policyholders onto my books, and 
have, the 


the more policyholders I ; 
greater is the amount of service re- 
quired. For some time I have been 


seriously troubled about this situation. 

“T have written to my own company 
and to Ray Hodges, chairman of the 
agents’ compensation committee of the 
National Association of Life Under- 
writers, and have talked with as many 
as possible, expressing my approval of 
the new 2 percent idea. 

“T believe that anything you can do 
to awaken interest in this idea, will not 
only be of very great service to the life 
insurance salesmen, but also to the life 
insurance business itself, and to the 
policyholders who depend upon the 
services which the able and conscien- 
tious life insurance salesmen do render 
to their clients.” 


American National Gain in 
New Business Is $6,000,000 


:DALLAS—American National’s 1940 
life production totaled $67,161,000, a 
gain of $6,000,000, G. S. McCarter, su- 
perintendent of agencies ordinary de- 
partment, told a luncheon gathering of 
the Dallas and Fort Worth agencies 
held here. About $10,000,000 was in- 
volved in sale of the Porto Rico, Ha- 
waii and Cuba business. The _ with- 
drawal from these fiields made it im- 
possible to reflect in the annual state- 
ment the full amount of the ordinary 
department’s gains, Mr. McCarter said. 
Last year was the biggest and best in 
history, he reported. 

Joe Sain, home office supervisor, was 
in charge of the luncheon, in the ab- 
sence of E. G. Perry, Dallas ordinary 
manager, who was ill. Mrs. Perry at- 
tended. Hugh Dow led his entire Fort 
Worth agency to the luncheon. 

Mr. McCarter announced the Dow 
agency was the first ordinary agency to 
exceed its premium quota, which it 
reached in August. No major changes 
will be reflected in a new rate book 
soon to be issued. A new, more liberal 
occupational manual will show adjust- 
ments rather than general changes. Mr. 
McCarter announced the company will 
continue to write annuities as at present, 
although it may be forced to reduce the 
guaranteed interest rate on premium 
trusts, and it has been necessary to 
amend underwriting policies with refer- 
ence to military service so as to con- 
sider all who are members of any mili- 
tary organization on the same basis as 
if they were in actual military service. 


Walter I. Black, general agent of the 
John Hancock at Omaha and an army 
reserve officer, has reported for duty as 
a captain in the Nebraska national guard 
for a year at Camp Joseph T. Robinson, 
Little Rock. During Mr. Black’s armv 
service, Corwin L. Hulbert, leading pro- 
ducer of the Omaha general agency, will 
carry on for him as supervisor. 


Parsons Unit Leads 
Mutual Benefit Life 


The Bruce Parsons agency of Mutual 
Benefit Life in Chicago, closed its third 
full calendar year with about $7,250,000 
of paid business, exclusive of annuities. 
This is better than a 20 percent increase 





BRUCE PARSONS 


over 1939, and almost double the first 
year’s business. The agency was No. 1 
among all Mutual Benefit offices in 
1940. 

The growth of the agency has been 
consistent in lives and volume despite 
the fact that several leading producers 
were promoted to executive positions, 
including Norman E. Andersen, leading 
producer in 1938, now general agent at 
Peoria, Ill., and Raymond F. Bierbaum, 
leading producer in 1939, just appointed 
general agent in Brooklyn. 

Irving Goldie was the leading per- 
sonal producer in both volume and 
lives, with a total of over $600,000 on 93 
lives. He joined the agency in Jan- 
uary, 1940, after 14 years with other 
companies. Mr. Goldie has been asked 
by Clay Hamlin to be one of the prin- 





Irving Goldie James B. Crowley 


cipal speakers at the Buffalo agency’s 
annual meeting Jan. 10. 

James B. Crowley was second man 
with a little less than $500,000 of busi- 
ness. Mr. Crowley went into the busi- 
ness with the agency in 1937 and has 
made steady progress. 

The agency has 35 full time men, di- 
vided between the main office in the 
Conway building and the branch in 
charge of Ed and Erv Hintzpeter, at 
208 South La Salle street. 








Carey Heads R. I. Managers 


PROVIDENCE — At tthe annual 
meeting of the Managers & General 
Agents Round Table of Rhode Island 
Monday the election of officers was: 

President, Edmund F. Carey, State 
Mutual Life; vice-president, Maurice H. 
Stearns, John Hancock; _ secretary, 
George E. Awde, Jr.. New York Life; 
directors, past President Walker Mason, 
Connecticut General Life and Robert FE. 
— Mutual Benefit Life, and of- 
icers, 


Senator McCallum, Ann Arbor, 


Zimmerman Agency 
No. 2in Conn. Mutual 


The Zimmerman general agency of 
Connecticut Mutual Life in Chicago 
finished in second place last year, coun- 
trywide in that company on new paid 
business, it was reported by lV. B. Coffin, 
vice-president, at the annual sales con- 
ference of the agency. A year ago the 
agency placed third. The 1940 paid 
production represented an increase of 23 
percent. 

Prizes were awarded at the annual 
agency dinner by General Agent C. J. 
Zimmerman to 1940 leaders in_ his 
agency. The leading agent was C. L. 
Kluss, who also won in 1939; the lead- 
ing associated broker, B. G. Blair, who 
in 1940 qualified for the Million Dollar 
Round Table; record consecutive weeks 
of production, Lorraine L. Blair, 123 


Mr. Coffin conducted a sales forum, 
discussing leading objections. He said 
every time an objection is successfully 
met, sales resistance is lessened and the 
agent comes closer to the sale. The real 
objections, of course, must be answered. 
The unreal objections are “stalls” which 
merely indicate a prospect has not been 
sufficiently sold. A pat answer to the 
unreal objections will help, but the pros- 
pect will not give a check for the pre- 
mium and sign the application until he 
really wants to do so. Mr. Coffin said 
that he will want to do so only when 
the life insurance idea is_ sufficiently 
vivid in his mind that it surpasses in 
importance other uses for his money 
that are offered. 

He urged the use of motivating stories 
but said that motivation does not mean 
growing sentimental. A man can be- 
come easily motivated about buying a 
car because he can sit in it, drive it 
and know if he buys it he can drive 
it home, but life insurance is not so 
concrete. Thus illustrations of life in- 
surance in action are needed in the inter- 
view. Mr. Coffin said the message of 
life insurance perhaps seems so great to 
life men that they cannot fully compre- 
— that other people do not sense it so 
ully. 

The day was topped off with a cock- 
tail party and bountiful buffet supper in 
the evening which was attended by 
agents and their wives, members of the 
office force and medical examiners. It 
was a strictly social oceasion with Gen- 
eral Agent Zimmerman joining in the 
harmonizing efforts of the men to the 
accompaniment of an accordion. Prizes 
were awarded. Mr. Coffin participated 
in the evening’s entertainment and then 
went on to Milwaukee and Detroit for 
agency visits. 


Would Give State Power to 
Pass on Officers’ Character 


Governor Saltonstall of Massachu- 
setts, in his inaugural address for 
consideration by the legislature, recom- 
mended that legislation be passed giv- 
ing the insurance commissioner author- 
ity to pass upon the qualifications and 
reputations of the officers or directors 
of a new insurance company. The 
state must make certain, he stated, that 
those who enter the insurance business 
are responsible individuals. Two years 
ago the legislature minimized the op- 
portunity for the looting of insurance 
companies iby faithless officers. Re- 
cently, however, the courts have criti- 
sized the insurance department for per- 
mitting companies to be licensed that 
are primarily designed to further the 
personal fortunes of irresponsible in- 
dividuals. 








New Michigan Annuity Tax Bill 


LANSING, MICH—A bill intro- 
duced in the Michigan legislature by 
would 
amend the 1939 intangibles tax act, also 
McCallum-sponsored, to include pay- 
ments on matured annuities and ex- 
empting cash values of life policies. 


Republic National Absorbs 
Another—Southern Old Line 


President T. P. Beasley of the Re- 
public National Life of Dallas and his 
associates have purchased control of 
the Southern Old 
Line Life of Dal- | 
las, which has $7,- 
000,000 insurance In 
force and over 







of $200,000. Presi- 
dent Beasley said 
the merged com- 
pany will have more 
than $33,000,000 of 
insurance in force, 
more than $4,000,- 
000 in assets and a 
combined capital 
and surplus in excess of $500,000. 

As soon as a meeting of stockholders 

can be held, consolidation of the two 
companies will be effected. In the 
meantime, the present management of 
Southern Old Line Life will continue 
in charge with J. H. Willis as president 
and general counsel; Paul S. MacGregor 
as vice-president and agency director, 
and L. C. Shine as secretary-treasurer. 
_ The amount involved in the transac- 
tion was about $200,000, which was 
enough to gain control but not repre- 
senting all the stock. 
_ Southern Old Line Life was organized 
in 1928. At the end of 1939, it had 
assets $864,486, reserves $646,508, capital 
$177,070, net surplus $14,674, insurance 
in force $6,973,472. 

Republic National has taken over a 
number of companies in recent years, 
including Western Union Life, National 
Thrift and American Annuity, all of Ne- 
braska; Western American Life of New 
Mexico, Fidelity Life of Phoenix, Ariz., 
and American Covenant of Joplin, Mo. 


T. P. Beasley 





Future Plans of H. A. Miller 
of Ill. Department Clarified 


The article referring to the future 
plans of H. A. Miller, special deputy of 
the Illinois insurance department, left 
certain impressions that should be cor- 
rected. When the assigned risk plan 
for automobile risks had to be set up in 
Illinois, Mr. Miller was invited to insti- 
tute the scheme and serve as adminis- 
trator. He agreed to do so in addition 
to his work at the insurance depart- 
ment but stipulated that his further 
connection with the plan should be re- 
considered at the end of a three month 
period. Just recently he recommended 
to the committee that he be permitted 
to retire from that position about the 
middle of January, on the theory that 
the foundation work had been done and 
that the details could now be handled 
by a clerk. The committee accepted 
his recommendation and is now taking 
steps to arrange to have the work done 
on a new basis. 

It is not a fact that Mr. Miller has 
determined upon his future course so 
far as the insurance department is con- 
cerned. He has not resigned and is 
willing to continue in his position at 
the will of the new director. Mr. Miller 
has taken an important part in several 
projects of the department relating par- 
ticularly to fire and casualty matters 
and some of these have not yet been 
disposed of. If his services are desired 
he will remain on the job. Mr. Miller 
is a practical insurance man and execu- 
tive and possesses much experience 
that has been particularly valuable in 
the work of the department. 





Wares Made District Manager 


W. H. Warnes of Riverside, Cal., who 
has been a field assistant in the Kellogg 
Van Winkle agency of the Equitable So- 
ciety in Los Angeles, has been promoted 
to district manager for the territory east 
of Monrovia, Cal., comprising the east- 
ern edge of Los Angeles county and 
Riverside and San Bernardino counties. 
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Houston Man Sets 
High Professional 
Standards 


’ Loren D. Stark of Houston is at- 
tracting a good deal of attention in his 
city because of his 
record in the life 
insurance business 
and because he 
has gained  con- 
siderable recogni- 
tion in the publi- 
cation by the Dia- 
mond Life Bulle- 
tins of his book, 
“Tax Economies 
and Estate Plan- 
ning”? This vol- 
ume provides us- 
able, accurate and 
concise informa- 
tion concerning 
this highly important phase of the busi- 
ness. It adds dignity and prestige to 
the business. 

Mr. Stark cheerfully shares the ideas 
and methods that have played such an 
important part in his own success. He 
qualified for the Million Dollar Round 
Table in 1939 and most of his business 
was closed through the methods out- 
lined in “Tax Economies and Estate 
Planning.” Mr. Stark plans his activi- 
ties closely. He planned to enter the 
life insurance business. After graduat- 
ing from Northwestern University in 
1919, he entered the business as a ca- 
reer. In 1920 he graduated from the 
school of life insurance at Carnegie 
Institute of Technology and served as 
director of the school of life insurance 
at Oklahoma University in 1922-23. He 
then opened an office at Tulsa where 
he continually operated as a salesman 
until he moved to Houston in 1938. He 
organized himself so well that when he 
moved into a strange city he wrote a 
million dollars the first year. He 
never indulged in any flashy methods. 





Loren D. Stark 


Connecticut Mutual Man 


He is identified with Connecticut 
Mutual and also places considerable 
business elsewhere. 

When Congress made major changes 
in the estate tax law in 1926, Mr. Stark 
decided that estate taxes could form the 
basis of a large life insurance produc- 
tion for a qualified man. He proceeded 
to study the tax situation and estate 
planning and he supplemented that 
study with a course at the night law 
school at Tulsa University. Moreover 
he acquired the C.L.U. designation in 
1932. 

Mr. Stark undertakes to make a com- 
plete analysis of a client’s estate, both 
life insurance and general estate. He 
determines the problems that will con- 
front the executor and he explores 
methods that might be employed to 
express wishes of the owner in a man- 
ner that would result in lower taxes 
and more efficient administration of the 
estate. He follows through with the 
client’s attorney and the sale of life in- 
surance is merely a by-product of the 
service. The client buys the insurance 
because he can see the situation more 
clearly than he has ever seen it before. 





Redraft Reinsurance Provisions 
LINCOLN, NEB.—Existing provi- 


sions for reinsuring and consolidating 
companies have been rewritten in a bill 
drafted by the Nebraska insurance 
department. Fraternals are excluded. 
The act does not apply to reinsurance 
agreements on individual policies. The 
reinsuring company must be licensed in 
the state and the contracts must be 
approved by the board of directors 
before they are filed with the depart- 
ment. The contracts then must be 
approved by stockholders or members 
of mutuals. If required by the depart- 
ment, the reinsuring company must file 
a list of Nebraska policies and deposit 
securities. 





Insurance Aids Children 
in Touching War Tragedy 





A tragic war story in which life in- 
surance has played an important part in 
alleviating suffering comes from Lon- 
don. 

In 1931 Clarence Le Page, farm 
manager who lived near Davenport, Ia., 
bought a family income policy from L. 
J. Zoeckler of the Cedar Rapids agency 
of the National Life of Vermont. 
Three months later Mr. Le Page died 
suddenly and his wife with her three 
children returned to her parental home 
on the Island of Guernsey off the coast 
of France. The income of $100 a 
month payable until 1951 when a lump 
sum settlement of $10,000 will be made 
to the wife was sufficient to meet their 
needs. Later Mrs. Le Page remarried 
and lived on nearby Island of Jersey. 

After the defeat of France the fam- 
ily fled to London, but it was quiet in 
Jersey so the mother decided to return 
and arranged to have the children fol- 
low her on the next boat if things were 
all right. Two days after the mother 
arrived home the Germans bombed and 
invaded Jersey and the two daughters 
who were left in London have not 
heard of her since. 


Bank Holds Up Funds 


The bank in London had _ the 
mother’s insurance money and would 
not release it to the children without 
her permission. As the children were 
destitute, the Red Cross cabled Mr. 
Zoeckler who took it up with the home 
office. Company officials made arrange- 
ments to have the father’s insurance 
money paid to the children without con- 
sent of the mother on the grounds that 
if she is dead, they are entitled to it, 
and if she is living, she would certainly 
want them provided for. 


John Hancock Advances Anderson 


BOSTON—O. E. Anderson, formerly 
John Hancock Mutual Life district man- 
ager at New York No. 1, has been pro- 
moted to the district organization de- 
partment at the home office as superin- 
tendent of agents. 

F. B. Maher has been transferred from 
field supervisor in the greater New York 
territory to the agency department at 
the home office while W. B. Adams of 
the home office field service department 
will succeed him in New York. 

N. D. Maclauchlan has been trans- 
ferred from assistant district manager at 
New London, ‘Conn., to the home office 
field service department to succeed Mr. 
Adams. 


New U. S. Life Stock Subscribed 


Stockholders of the United States Life 
have fully subscribed and paid for the 
25,000 share issue offered to them Dec. 
17. The issue was part of the plan to 
increase surplus by $100,000 for further 
expansion of the newly established ac- 
cident and health department and at the 
same time to maintain capital at $500,- 
000. 

Increase in surplus was provided by 
reducing the par value of the 100,000 
shares of stock from $5 to $4, the re- 
sulting $100,000 being transferred to sur- 
plus. The 25,000 additional $4 par-value 
shares brought the capital to $500,000. 


Chapter 9 Cases to Los Angeles 


LOS ANGELES—The California su- 
preme court granted the petition of Com- 
missioner Caminetti that the trials of the 
four Chapter 9 life companies begun in 
other jurisdictions be transferred to Los 
Angeles county suprerior court, where 
the other chapter 9 cases were heard. 
It sustains the commissioner’s conten- 
tion that under the law he had authority 
to transfer these cases to the Los An- 
geles courts. 

The four companies involved in this 
latest order are the Alliance Mutual Life 
of Santa Ana (one of the so-called Har- 
rison group), Benjamin Franklin Life. 
Santa Barbara, and the Physicians Life 
and Mt. Moriah Life, both of San Fran- 
cisco. 








































































“We'ne AIL Right!” 


What great satisfaction there is in 
being able to say this. 


This recently-widowed young mother 
is grateful, of course, to those who 
are sympathetically offering their 
assistance. She is grateful, too, that 
through the benefits of life insurance 
she has a measure of financial 
independence. 


The chances are that some of her grat 
itude is due to the persistence and 
conscientious effort of the life insur- 
ance saleman who wrote the 
application. 








— OD eudential 
Iusurance Y Company of America 


Home Office, NEWARK, N. J. 
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Lloyd, Ohio, Names 
F. P. O’Connor and 
Miss Willis as Aids 


COLUMBUS—Francis P. O’Connor, 
of Lima, a former president of the 
Ohio Association of Insurance Agents, 


has been appointed ass istant su- 
perintendent of insurance of Ohio 
to succeed Virgil G. Martin, who 


resigned to become _ secretary of 
the Ohio Association of Insur- 
ance Agents. Mr. O’Connor is a mem- 
ber of the O’Cpnnor & McLaughlin 
agency in Lima but will retire from the 
agency to enter upon his new duties. He 
has been engaged in insurance practi- 
cally all his business life, He was _en- 
dorsed by the Ohio Association of Life 
Underwriters. 

Superintendent John A. Lloyd also an- 
nounces the appointment of Miss Robley 
E. Willis of Columbus as an assistant to 
the superintendent. She was assistant 
secretary of the Ohio Association of In- 
surance Agents and had served as ex- 
ecutive officer, following the retirement 
of Mr. Lloyd as secretary. She resigned 
that position to accept the one with the 
insurance department. Some years ago 
she served as secretary to Mr. Lloyd 
when he was in the state senate. 


N. A. L. U. Head Produces 
Million for 17th Year 


Harry T. Wright, Equitable Society, 
Chicago, during 1940 qualified for the 
Million Dollar Club for the 17th consec- 
utive year. This record is particularly 
noteworthy because of the fact that much 
of his time was devoted to his work as 
president of the National Association of 
Life Underwriters. 








John Hancock Managers Changed 


The John Hancock Mutual Life an- 
nounces the following district office 
changes: C. E. Tobin from district 
manager at Toledo, to district manager 
at St. Louis No. 2, succeeding Henry 
McQuade who retires under the pen- 
sion plan. Solomon Wohlstadter from 
district manager at Springfield, IIl., will 
succeed Mr. Tobin in Toledo. E. S. 
Kern from district manager at Colum- 
bus, O., has been transferred to 
Springfield, Ill., while C. A. Finger, as- 
sistant manager at Detroit No. 1, will 
become Columbus manager. 

C. O. Resh, assistant manager at 
Gary, Ind., has been named manager at 
Milwaukee, No. 1 





Prudential Winter Carnival 


NEWARK—About 500 Prudential 
employes and friends are expected to 
take the annual snow train trip to the 
Poconos mountains in Pennsylvania 
Jan. 11. Activities for the day will 
include skiing, toboganning, ice skating 
and treking across the countryside in 
dog sleds. In addition to a_ turkey 
dinner at noon, a supper is scheduled at 
which there will be dancing. Z 

To provide against any _ possible 
emergency, a complete hospital unit 
with physicians and nurses will be taken 
along. The trip is sponsored by the 
Prudential Insurance Company Athletic 
Association and arrangements are being 
handled by William Clifford, Jr., and 
his committee. 





Removes Aviation Restriction 

The John Hancock Mutual Life has 
removed all limitation on life coverage 
on farepaying passengers on licensed 
commercial airlines traveling within con- 
tinental United States. 

The company has never charged ex- 
tra premiums for passenger travelers ac- 
cepted with flying restrictions, President 
G. W. Cox stated. Now, in recognition 
of demonstrated safety, it will not im- 
pose any restrictions as to frequency of 
flights or as to amount of life insurance 
in policies to be issued. 


Ill. Examiner Joins 
Green, Consulting Actuary 





M. H. Wettaw has resigned as exam- 
iner of the Illinois department of in- 
surance to become 


associated with ggg 
Walter C. Green, 
Chicago _consult- 


ing actuary, in his 
expanding actu- 
arial and account- 
ing practice which 
extends into sev- 
eral states. Mr. 
Green, who is lo- 
cated at 211 West 





Wacker drive, is 
president of the 
Chicago Actuarial 
Club. 


M. H. Wettaw 


Mr. Wettaw has 
been with the Illinois department for 
the eight years that Ernest Palmer was 
director. Prior to that time he was 
auditor for the Southern Illinois Rail- 
way & Power Company for 10 years. 
He has had many years of experience 
in insurance and actuarial work and in 
the field of accounting. While with the 
department, Mr. Wettaw was placed in 
charge of a great number of examina- 
tions with life, casualty and fire com- 
panies and his work embraced all mat- 
ters pertaining to records, systems and 
affairs of insurance companies. 





Don Wimmer to Represent 
“Insurance Field” in Chicago 


Don Wimmer has been appointed 
editorial representative in Chicago by 
the “Insurance Field” of Louisville. He 
has headquarters with the Branham 
Printing Company, 626 South Federal 
street. Mr. Wimmer was _ associate 
editor of the “Insurance Field” in Chi- 
cago, 1935-36. Prior to that for 10 years 
he was a free lance news man, conduct- 
ing a news bureau and writing for many 
trade publications. Since leaving the 
“Field” he had operated the National 
Clearing House at Huntington, Ind., a 
feature picture service, on a worldwide 
basis. Mr. Wimmer served as sales 
agent for some 350 correspondent pho- 
tographers throughout the country. 





Wage and Hour Precaution 


Whether or not insurance is subject 
to the regulations governing interstate 
commerce is not settled, it is pointed 
out in the Industrial Insurers “Bulletin” 
by an attorney for a member company 
in discussing the wage and hour law. 
In cases where a company restricts its 
underwriting to one particular state, the 
attorney said that it would be wise that 
it divest itself of any securities that 
emanated from another state. The 
possession in its portfolio of securities 
issued by a corporation in another state 
may subject the company to the appli- 
cation of the wage and hour law, even 
if its underwriting is confined to a par- 
ticular state only. 


Ralph Randolph in Navy 

Ralph Randolph of the well known 
general agency firm of C, L. Randolph & 
Son, Penn Mutual, San Diego, has been 
called to duty with the navy as lieuten- 
ant-commander. While Commander 
Randolph was attending Annapolis 
he was called home by the death of 
his brother to enter business with his 
father. During the subsequent years 
Ralph Randolph continued with the 
Naval Reserve. 


May Bid for N.A.L.U. 


BUFFALO—A committee to consider 
the question of bringing an annual con- 
vention of the National Association of 
Life Underwriters to Buffalo has been 
appointed by the directors of the Buf- 
falo Life Underwriters Association, W. 
Merle Smith is chairman. Efforts also 
will be made to bring the 1942 sales 
congress of the New York State associ- 
ation to Buffalo. 


Trading Insurance for 
Services Held Illegal 


A number of decisions holding life in- 
surance policies void where the agent 
accepted merchandise or services for the 
premium and did not remit the net 
premium to the company were cited by 
the first district of the appellate court of 
Illinois in Chicago last week in an opin- 
ion applying the same principle to a fire 
insurance policy. The case was Elowe 
vs. Superior Fire. Clausen, Hirsh & 
Miller, Chicago attorneys, represented 
the insurance company. 

This was the first Illinois case directly 
on this point, although a number of 
cases from other jurisdictions supported 
it. Two older Illinois cases, one of 
which was John Hancock Mutual Life 
vs. Schlink, 175 Ill. 284, held that the 
company was bound where the assured 
paid the agent enough in cash to cover 
the amount due the company after 
deducting the agent’s commission, but 
strongly indicated that insurance would 
be void where no cash was paid. 


Applies to All Lines 


_ The current Illinois case and the cases 
cited by Presiding Justice Friend indi- 
cate that the law on this point is the 
same for all forms of insurance and that 
it makes no difference whether the party 
who solicits insurance and accepts mer- 
chandise or services is an agent or a 
broker. The cases hold that an agent 
ordinarily has no authority to accept 
anything other than money or an in- 
strument calling for payment of money 
for a premium, that it is beyond a com- 
pany’s charter power to accept other 
items and that permitting such a prac- 
tice would “introduce a principle sub- 
versive of good morals and common 
honesty and intending to sap the ability 
of the companies to pay their legitimate 
losses.” Z 

Among the life insurance cases cited 
are Hoffman vs. John Hancock Mutual 
Life, 92 U. S. 161, Turner vs. Supreme 
Lodge, K. P. (Okla.), 27 Pac. (2nd.) 
612, Equitable Society vs. Cole (Tex.), 
35 S. W. 720 and Allen vs. Metropolitan 
Life (Minn.), 229 N. W. 879. 





Larson Assumes Florida Post 


_ TALLAHASSEE, FLA. — Commis- 
sioner Knott of Florida has been suc- 
ceeded by J. E. Larson, Jacksonville. 
Mr. Knott has been a state officer for 40 
years, 21 of which he has been commis- 
sioner. 

Mr, Larson takes office with the en- 
dorsement of many friends in the busj- 
ness, including Mr. Knott, L. P. Mc- 
Cord, past president Florida Insurance 
Agents Association, and Hunter Brown, 
Pensacola, president of the Florida asso- 
ciation. 





Gottschall at Peoria Meeting 


W. L. Gottschall, Chicago, director of 
central and western territory, was prin- 
cipal speaker when approximately 100 
members held a two-day meeting in 
Peoria Monday and Tuesday of the C. R. 
Golly agency of the Equitable Society. 

A. H. Meidinger, Peoria, was renamed 
adjutant to William Goddard, Blooming- 
ton, reelected commander of the veter- 
ans’ group of the agency. 





Reliance Divisional Cup Contest 


The annual divisional cup contest of 
Reliance Life has started and will con- 
tinue through January. It is based on 
written and examined business between 
Jan. 1 and 31. The eastern division, 
headed by Superintendent John F. 
Johns, has a quota of $2,232,000; south- 
ern division, Superintendent Glenn G. 
Lamar, $2,186,000, and home office di- 
vision, headed by Manager N. H. Wed- 
ner of western Pennsylvania, $1,529,000. 





The Farmers & Bankers Life held a 
party during the holidays with enter- 
tainment furnished by the “Dinner 
Bell” artists of the company’s radio 
station KFBI. 


Three Conn. Mutual Home 
Office Veterans Honored 


Officers of Connecticut Mutual Life 
tendered a dinner in Hartford to three 
men of long service in the organiza- 
tion. Each of the honor guests was pre- 
sented with an engraved water pitcher. 
Those honored are Benjamin W. Love- 
land, who retired last July after six 
years of service; Charles P. Carter, 
who is retiring after 50 years, and John 
J. Scott, who has been with Connecti- 
cut Mutual more than 51 years. Vice- 
president Peter M. Fraser was _toast- 
master and President James L. Loomis 
gave the principal talk. 

Harold F. Larkin, vice-president, 
made the presentation to Mr. Scott; 
Harold N. Chandler, second vice-presi- 
dent,.to Mr. Loveland; and Mr. Fraser 
to Mr. Carter. 

The Connecticut Mutual’s 22 farm 
loan men in the field took the occasion 
of this dinner to honor their retired 
chief, and through Thomas F. Steele of 
St. Louis, field supervisor of farm loans, 
presented Mr. Carter with a gold watch. 

hen Messrs. Carter, Scott and 
Loveland first joined Connecticut Mu- 
tual only about 50 persons comprised 
the home office as contrasted with more 
than 600 today. 

When they started with Connecticut 
Mutual insurance in force amounted to 
less than $185,000,000; today the figure 
exceeds $1,080,000,000. 

Mr. Carter started in the mail depart- 
ment, following which he was trans- 
ferred to the farm loan division. For 
a number of years he was chief assist- 
ant and in 1928, he was made super- 
visor of farm loans. 

Mr. Carter has been a life-long resi- 
dent of Glastonbury, Conn. He was 
the first president of the commissioners 
of the fire districts, and was a member 
of the town zoning board. He has been 
president of the First Church of Glas- 
tonbury. 


Mr. Scott for a number of years was | 


private secretary to the late Col. Jacob 
L. Greene, who was president. In 1926 
he was appointed supervisor of agents’ 
contracts. 

Mr. Scott several years ago served as 
councilman and alderman in Hartford. 
For the past 20 years he has been en- 
gaged in the supervision and drawing- 
up of the contracts which Connecticut 
Mutual has with its agents. 

Mr. Loveland had been supervisor of 
claims. He started as an office boy. He 
later went into claim work and in 1915 
was appointed supervisor of claims in 
charge of the settlement of death 
claims, disability claims, and matured 
endowments. He has seen more than 
$571,000,000 in claims paid. 

Under Mr. Loveland’s direction Con- 
necticut Mutual in 1911 made a search 
for lost policyholders, the first of its 
kind ever to be made. As a result the 
company has paid more than $350,000 
to policyholders and beneficiaries who 
did not realize that money was due 
them. Since then the search has been 
a continual procedure. 

Mr. Loveland has served as organist 
and musical director in several leading 
churches of Hartford. For many years 
he conducted the Connecticut Mutual 
Choral Club. 





Fisher E. Simmons, president of Na- 
tional Service & Appraisal Company and 
Hill’s Reports, died Sunday in New Or- 
leans with pneumonia. He was 41 years 
of age. Mr. Simmons, a son of E. G. 
Simmons, executive vice-president Pan- 
American Life, was graduated from Tu- 
lane University. He was connected for 
two years with Pan-American, then in 
1923 became vice-president of American 
Service Bureau, of which his father was 
one of the principal founders. He held 
this post while the headquarters were 
maintained in New Orleans. Late in 
1936 he and others formed National 
Service & Appraisal, buying Hill’s Re- 
ports. He was married. Mr. Simmons 
for several years was New Orleans 
junior city golf champion. 
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Full Time to Navy 
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SIDNEY W. SOUERS 


Sidney W. Souers is now devoting his 
full time to active duty as lieutenant- 
commander in the navy. He resigned as 
executive vice-president of General 
American Life, but continues as a direc- 
tor, member of the executive committee 
and voting trustee. He has been an of- 
ficer in the naval reserve for 11 years 
and was granted a leave of absence when 
called to duty at Great Lakes, III., last 
July. It was thought at that time that 
he would be able to resume his duties 
with General American shortly, but be- 
cause of increasing naval activities, he 
found it necessary to submit his resigna- 
tion. 


Claim Men Pick Atlantic City 


The International Claim Association 
will hold its 1941 convention Sept. 8-10 
at the Hotel Ambassador, Atlantic City, 
Willard E. Hein, State Mutual Life, 
chairman of the executive committee, 
announced. 


Minnesota Disapproves War Clause 


ST. PAUL—The Minnesota insur- 
ance department is disapproving prac- 
tically all war clauses being filed by 
companies on the ground that they are 
discriminatory. A large number have 
been filed in the past few weeks. 











Gilbert Brokerage Manager 


O. L. Gilbert becomes manager of the 
brokerage department of the John B. 
Ames agency of Lincoln National Life 
in Detroit. Mr. Gilbert has been with 
the company for several years and is 
well qualified. 


Two Detroit C. L. U. Courses 


The second semester of C. L. U. 
study courses offered jointly by the 
Detroit C. L. U. chapter, Qualified Life 
Underwriters and Associated Life Gen- 
eral Agents & Managers got under way 
this week. The 20-weeks basic course 
in fundamentals and _ salesmanship, 
with H. H. Irwin, Massachusetts Mu- 
tual, as instructor, opened Jan. 10. The 
advanced course covering Part IV with 
A. L. Kaufmann, Northwestern Mutual, 
instructing, opened Jan. 7. 








Travelers Los Angeles Changes 


_LOS ANGELES—Roy Denny, asso- 
ciated with the Los Angeles branch of- 
fice of Travelers, has been appointed life 
manager at the San Diego office. Other 
changes include Phil Putnam, life man- 
ager in the Long Beach office chang- 
ing places with H. B. McElrath in the 
Los Angeles branch. 


Van Vliet Agency Is Leader 


_ The home office agency of the Pruden- 
tial in Newark, of which E. N. Van Vliet 
is manager, took first place among all 





the ordinary agencies of the company in 
paid for business for 1940, for the first 
time in its history. 

The record was established by an in- 
crease in regular ordinary paid of 25.5 
percent over 1939. Other goals for net 
increase, net lapse, and group and whole- 
sale were met or exceeded. 





Maxwell Champaign Loan Chief 


C. E. Maxwell has been placed in 
charge of the Illinois-Indiana loan office 
of Equitable Society at Champaign, III. 
He has been loan supervisor at Nash- 
ville. In his new position he succeeds 
J. W. Watsan, resigned. 





Peoples Committee Has 
Cincinnati Headquarters 


CINCINNATI—C. Vivian Anderson, 
Provident Mutual, a director of the 
People’s Committee to Defend Life In- 
surance and Savings, states that the 
committee will have headquarters in 
Cincinnati. The committee, he said, 
will soon issue a statement clarifying 
its objectives. Headquarters’ location 
and personnel will be announced later. 





Mrs. Maude J. Alexander of Highland 
Park, Ill., is to be married Saturday in 
Clearwater, Fla., to Henry G. Foote, 


Chicago stock broker. Mrs. Alexander 
is the widow of W. A. Alexander, who 
founded the important Chicago insur- 
ance agency bearing his name. 





A new life insurance carrier, the Dal- 
las Life, has been licensed to handle re- 
insurance business of the Texas Legal 
Reserve Funeral Society of Dallas. D. J. 
O’Keefe, president of the funeral soci- 
ety, is also head of the reinsurance com- 
pany. 

Roy Le Craw, general agent of the 
State Life of Indianapolis, was inaug- 
urated this week as mayor of Atlanta, 
following his election last November. A 
number of life men were in the audience. 































These New Booklets of Tested Selling Ideas Will Sharpen Your Skill at Meeting 
Objections and Closing. Good for Veteran Producer. Good for Recent Recruit. 


NEW 
CLOSING WITH WORD PICTURES 
by C. Hugh Blair 


Your INTERVIEW is probably full of facts until you 
ask your prospect to buy. Then, as a rule, it is neces- 
sary to make him see and feel what is before him— 
to draw motivating word pictures. 


CLOSING WITH WorD PictuREs is the most complete 
collection of tested stories for this purpose we have 
ever seen—the actual stories which C. Hugh Blair and 
his associates are using to close business in his suc- 
cessful Phoenix Mutual agency in Pittsburgh. They 
are appropriate, believable stories—complete with de- 
tailed explanations of “how to use”. You can employ 
every one of them with your own prospects. 


Twelve chapters, 130 p Motivation and word pictures 
—Love of children stories—Hidden desire stories—‘Can’t 
afford it” stories—Putting the prospect in the picture—Edu- 
cational insurance stories—Insurance as savings stories—A 
story for friends—Women are different—A story for the sec- 
ond interview—Activating stories. 





NEW 
GETTING STARTED IN LIFE INSURANCE 
by W. A. Freehoff 


GETTING STARTED IN LIFE INSURANCE is a straight 
from the shoulder talk, from one agent to another, 
about the things a man has to be and do to stand a 
chance of making his living in the life insurance 
business. About getting started—high versus low- 
energy men—commission selling versus the salaried 
job—who and what to sell first—what to do and 
what not to do in building yourself up—how to get 
quantity business, and why. 


Mr. Freehoff, an ex-newspaperman, is a representa- 
tive of the Wisconsin Life in Waukesha, Wisconsin. 
He knows and talks facts. His ideas will be as 
stimulating to the established agent as they are valu- 
able to the man brand new in the field. Seven chap- 
ters, 70 pages. 


Start ’41 with this Winning Hand 






NEW 
ORGANIZED ANSWERS TO OBJECTIONS 
by A. M. Anderson 


THERE ARE about a dozen common objections to life 
insurance offered by prospects. Every agent should 
be able to dispose of them handily. 


In ORGANIZED ANSWERS TO OBJecTions, A. M. An- 
derson, successful personal producer and author of 
the Anderson One-Interview System, gives one or 
more concise, convincing answers to each of these 
objections, with answers arranged in indexed order 
for quick reference. Gathered from many sources, 
his talks and “stoppers” have worked for others and 
should work for you. 


Eighteen chapters, 91 pages: What Life insurance does—I 
can invest my own money—I want to pay my debts first—I 
am single and don’t need life insurance—I am not ready yet 
—I am too busy to discuss life insurance—I can save my own 
money—I want to talk it over with my wife—I have prop- 
erty and don’t need insurance—Business and partnership in- 
surance—A family income policy—A child’s endowment policy 
—I don’t want to tie up my money—Approaches—Miscel- 
laneous. 


Each book paper bound, pocket size 
(81%425% inches). Easy, fascinating 
reading—only $1.50 for all three! 
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The Rough Notes Co., Inc. NU 
222 East Ohio St., Indianapolis, Ind. 
Please send the booklets checked below. I enclose 


check to cover. 

O Closing with Word Pictures (60c) 

O Organized Answers to Objections (50c) 

O Getting Started in Life Insurance (50c) 

O All three books ($1.50) 
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LIFE SALES RECORDS 





Connecticut Mutual—The year’s vol- 
ume of new life insurance sales was the 
best in the past 10 years. The volume 
was $101,785,431, a gain of $10,118,462 
over 1939. The December production 
was $9,525,487, an increase of 31.8 per- 
cent over December 1939. 

Life insurance in force gained $42,980,- 
589 during the past year and now stands 
at $1,084,800,000, which is a new all time 
high. 

National Life—Paid new business for 
1940 was $45,056,000, which is $1,273,000 
more than 1939, or a gain of about 3 per- 
cent. Insurance in force stands at $575,- 
062,000, increase $13,985,000, a gain of 
2% percent. 

State Mutual Life—With a paid busi- 
ness gain in December making the 11th 
consecutive monthly gain in 1940, the 
1940 paid business was 19.48 percent 
ahead of 1939. Seventy-eight percent 
of the agencies contributed to the gain. 
Those agencies produced 85.3 percent 
of the total volume. ; 

Losses in production were shown in 
only four states. Five agencies wrote 
$1,000,000 or more than in 1939. Five 
agencies paid for the largest volume in 
their history. Q : 

The not-taken experience in 1940 is 
the most favorable since 1920. The per- 
sistency results were the best since rec- 
ords have been kept. 

Equitable Life of Iowa—New paid 
volume for 1940, including annuities, to- 
taled $54,539,962, a gain over 1939 of 
$5,812,558 or 11.9 percent. With the ex- 
ception of January, every month re- 
flected a gain culminating in a December 
production of $6,725,687, the largest 
month’s paid volume in two years. 

Insurance in force was increased by 
$12,852,648 to a total of $597,887,713. 
Ledger assets increased from $188,000,- 
000 to more than $200,000,000. | 

W. B. Strief, Des Moines, led in per- 
sonal production in 1940 with paid busi- 
ness of more than $500,000. E. W. Lem- 
onds, Sioux Falls, S. D., ranked second 
with over $425,000, and was first in 
number of applications, 166. . 

The P. B. Rice agency, Harrisburg, 
Pa., led all agencies with more than 
$2,500,000. Five other agencies paid for 
more than $2,000,000—Cleveland, O. G. 
Welsh; Des Moines, G. V. Fort; St. 
Louis, C. M. Vaughan; New York, Hoey 
& Ellison; and Philadelphia, Wallis & 
Son. Twenty-two agencies paid for to- 
tals in excess of $1,000,000. 

Pacific Mutual Life—New life insur- 
ance issued in December totaled more 
than $7,000,000, the largest volume in 
any month the past ten years. The 
number of average sized policies from 
$5,000 to $10,000 accounted for the in- 
crease, rather than a large number of 
small policies or a few very large ones. 

California-Western States Life—De- 
cember production was greater by $1,- 
000,000 than December, 1939, and sur- 


passed all previous Decembers and 
climaxed one of the best years in 
history. 


Gain in new life insurance in 1940 
was 10 percent over the preceding year. 
A 17 percent gain was made in paid-for 
insurance. Premium income from new 
business was 15 percent ahead of 1939. 

Several new agency organizations 
were established during the year, a no- 
table increase in activity coming par- 
ticularly in Texas. The company now 
operates in 11 western states and 
Hawaii. 

Bankers Life, Ia—The W. K. Nie- 
mann agency, Des Moines, led all agen- 
cies in 1940 in cash and volume of new 
business produced for the fifth straight 
year. The Des Moines agency was 
more than $1,000,000 ahead of its 
closest competitor and showed an in- 
crease of more than $500,000 for the 
year. 

Protective Life, Birmingham—Sales 
for each month of 1940 were better 
than for the corresponding month in 
1939. Insurance in force reached more 


than $131,250,000, an increase for the 
year of about $10,500,000. Assets 
reached a new all-time high of $13,- 
100,000. 

George Washington Life—Gain of in- 
1940 exceeded 


surance in force for 
$750,000. This is the greatest increase 
since 1925. 


Franklin Life—In the past year assets 
increased from $39,566,708 to $44,000,000. 
Business in force has risen sharply and 
last month was the biggest of the year. 
Paid business exceeded that of Decem- 
ber, 1939 by $1,500,000. 

Columbus Mutual Life—New business 
in December totaled $3,500,000, setting 
an all-time monthly record. Total sub- 
mitted business for 1940 was $14,984,- 
767, a 23 percent gain as compared with 
1939 production. Insurance in force is 
now $141,000,000, the highest volume in 
the history of the company. 

Illinois Bankers Life—Business writ- 
ten in 1940 reached an all-time high of 
$17,159,665, an increase of 22.21 percent 
over 1939. The Washington, D. C., 
branch under Grant G. Hopkins, pro- 
duced $5,195,033, or 30.07 percent of the 
year’s business. That agency showed a 
gain of 104.88 percent over 1939 and its 
1940 production was greater than for 
the 1938-1939 total, and for 1936, 1937 
and 1938 combined. 

Samuel Heifetz agency, Mutual Life of 
New York, Chicago, showed the second 
largest increase over 1939 on paid busi- 
ness among Mutual Life’s agencies last 
year; increase 46 percent. 








Need Leaders with Vision, 
Yates Tells Texas Group 


(CONTINUED FROM PAGE 3) 


he has reached the age of retirement 
and may enjoy those things which have 
not been his in his earlier years. 

He paid tribute to the influence of 
women in enabling their husbands to 
succeed through a sympathetic and un- 
derstanding attitude toward their work, 
but he asked that the wives of insur- 
ance salesmen have still a greater ap- 
preciation of the work which their hus- 
bands are doing for the protection of 
others. 

Speaking to the wives in attendance, 
he said: “Help your husband to plan. 
Help him to get that quiet hour which 
he needs so much. The quiet hour is 
the throne room of our being.” 

O. L. Butler, chairman of the mem- 
bership committee of the San Antonio 
association, announced that the mem- 
bership for 1940 was 255, the highest 
in the history of the association. 

G Helland, Connecticut Mutual 
Life, who acted as dean of the training 
school, presented certificates to more 
than 60 and said that about 30 more, 
who had been delayed in completing 
their work by illness, will receive cer- 
tificates later. More than 200 life men 
and their wives were present. 


Wants Burial Society Control 


Commissioner Read of Oklahoma is 
advocating new legislation definitely 
placing burial societies under the insur- 
ance department or some other agency 
of the state. In 1938 he secured a su- 
preme court opinion holding that burial 
societies are in effect insurers and sub- 
ject to regulation, but the 1939 legis- 
lature passed a law to remove such so- 
cieties from the jurisdiction of the de- 
partment. 








Sir Charles F. Williams, Knight Com- 
mander Order St. Gregory, attended the 
annual dinner of the Knights of Malta in 
New York. He was invested as a Mas- 
ter Knight of Malta. Mr. Williams is 
president of Western & Southern Life: 





Just the thing to convince hard boiled 
prospects—“24 Men in 24 Years.” Order 
8 = for $1 from National Under- 
writer. ° 


Intensive Prospecting 
Plan Gets Sales Results 





CINCINNATI—T. F. Borden, Pa- 
cific Mutual agent in the J. M. Gantz 
agency at Cincinnati, always manages 
to produce at least $200,000 a year and 
be one of the company leaders in lives, 
writing about 140 last year. Mr. Bor- 
den believes it of paramount impor- 
tance to keep himself busy and his time 
well filled. He makes a practice of 
asking for the names of four people 
who are likely to be prospects from 
each person that he interviews. Mr. 
Borden uses the telephone continuously 
in making appointments. He never calls 
without an appointment and keeps a list 
of from 400 to 500 names on hand, with 
occupation and telephone number, 
which he ’phones in spare moments. 

In a recent 30 day period, he wrote 
more than 30 applications, 10 of these 
being in a “nest.” Here is a typical list 
of premiums, day by day for a number 
of days, starting Nov. 18, 1940: 


Pros- 

Day pect Prem.* Pros- 

1st A $ 45 Day pect Prem.* 
B 65 5 P $ 50 
Cc 50 6 Q 55 

2 D 45 R 55 
E 70 Ss 55 
F 55 - 145 

3 G 55 7 U 85 
H 55 V 50 
I 110 w 35 
J 45 x 160 
K 15 8 e 4 15 

4 L 55 Z 20 

5 M 35 AB 40 
N 65 AC 85 
Oo 50 AD 20 

9 AF 120 AE 35 
AG 55 10 AK 15 
AH 40 AL 25 
AI 25 
AJ 70 

*Approximately. 


Persons included in the above list are 
school teachers, nurses, branch man- 
ager, newspaper employe, business man, 
old policyholder, building and loan man, 
technician. 

Most of the policies are retirement in- 


come with accident and sickness bene- 
fits. Mr. Borden does not use high 
pressure in his calls; he does not force 
an interview. He gives his name, states 
that he is with the Pacific Mutual Life, 
and says that he has'a plan which pays 
for accident or illness and provides for | 
a refund in old age. He asks the pros- 
pect for the privilege of explaining the © 
plan and a definite appointment. Dur. © 
ing the conversation, he endeavors to 
qualify the prospect as much as 
possible. 

Mr. Borden has been with the Pacific 
Mutual about 10 years and consistently © 
writes $200,000 or better. Most of his 
policies are small, but they persist well. 
His success is due to persistency, hard 
work, and low pressure selling. Use of 
the telephone automatically conserves 
his time and simplifies the making of 
the appointment. 











2S 





J. B. Hawkins Agency Expands : 


The J. B. Hawkins agency of Mutual 
Trust Life at Worcester, Mass., has 
taken new and larger space at 339 Main 
street. Paid production for 1940 was 
300 percent of that in 1939, and the 
prospects for 1941 are encouraging. 





Browne Twin Cities Speaker 


E. H. Browne, agency supervisor 
Victor-Winter agency Minnesota Mu- 
tual Life, will speak at the Jan. 14 
meeting of the Home Office Life Club 
of the Twin Cities. 





E. C. Greene, manager Metropolitan 
Life, discussed “Life Insurance and Life 
Underwriting” at the January dinner 
meeting of the Insurance Women of 
Milwaukee. 





Your prospective buyer is a salesman 
too. He is trying to sell you the idea 
that he cannot afford the policy, or he 
does not want or has not time to buy 
now. Will you accept his challenge? 





producing. 


Blvd., Chicago, Ill. 





DISTRICT MANAGER FOR TEXAS 


FOR A FINANCIALLY SOUND COMPANY 
WITH AMPLE SURPLUS TO BUILD. OFFICERS 
WHO ARE EXPERIENCED WITH THE PROBLEMS 
OF THE FIELD AND CAN OFFER YOU: 


|. Liberal policy contract. 
2. A sound financing plan for agents. 


3. A desirable agency contract including both 
salary and commissions on personal business 
and overriding commissions for your agents. 


4. An established office with a few sub-agents 


This Agency to be located in Dallas, Texas, and it 
will be necessary for you to be familiar with that 
country. You must give your qualifications, expe- 
rience, amount of business written, whether or not 
you are a family man and if so, the size of the fam- 
ily, and all additional information which you desire 
to place before this Company in your first letter. 
None except good men need apply. Address 
M-62, The National Underwriter, 175 W. Jackson 
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Disability Clause 
Figures in Suits 


The New Jersey court of errors and 
appeals affirms the lower court in Car- 
roll vs. Prudential. The plaintiff's hus- 
band had a two year disability clause 
in his policy providing that the com- 
pany would only be liable for the pre- 
miums paid in case of suicide within 
that time. It further provided that the 
provision for double indemnity benefits 
was to be inoperative if death resulted 
from suicide. The policyholder was 
found dead in the basement of the serv- 
ice station which he operated, death 
having been caused by swallowing car- 
bolic acid. Just prior it had been dis- 
covered that the assured was short in 
his accounts. There was nothing to 
show that the acid was taken by mis- 
take or accident and the plaintiff’s con- 
tention that the presumption against 
suicide was not rebutted by defendant 
cannot stand. The lower court’s direc- 
tion of a verdict in favor of the com- 
pany, the higher court held, was proper. 

ee 

The United States district court, 
southern district of New York, in the 
case of Kuhn vs. Pacific Mutual Life 
had a case regarding disability benefits. 
The plaintiff alleged that the named de- 
fendant, the original Pacific Mutual, had 
issued a policy to him which covered 
disability on which his claim was based; 
that a judgment was entered against the 
company in a previous action, the court 
refuting the company’s contention that 
the policy had been rescinded and can- 
celed, that the original company became 
insolvent and that the other defendant 
reinsured the policy liability of the plain- 
tiff; that after the Pacific Mutual had 
transferred all its assets and liabilities 
to the other defendant, the latter re- 
fused to accept the premium tendered 
by the plaintiff. 

After service was had on both defend- 
ants in New York, the reinsuring com- 
pany removed the cause to the federal 
court. The named defendant’s time to 
answer was extended. On motions, the 
court holds, the removal order brought 
both defendants within the jurisdiction 
of this court; that the extension order 
entered ex parte was proper; that 
the court had jurisdiction of the case 
and that no bill of particulars need be 
filed at this time. However, the plain- 
tiffs cause of action against the com- 
pany is deemed to be a separate action 
and the motion to separately state and 
number each cause of action is granted. 
This was due to the old Pacific Mutual 
Life being succeeded by the present 
Pacific Mutual Life. 

* * * 

_ The Louisiana court of appeals, par- 
ish of Orleans, reverses the lower court 
in Ritter vs. National Life & Accident. 
The plaintiff brought the action to re- 
cover certain disability benefits. The 
company denied liability, claiming that 
the insured’s refusal to submit to a 
medical examination requested by it re- 
lieved it of liability. The court holds 
the contention must be sustained as to 
benefits accruing after demand for ex- 
amination was made and refused, the 
company being entitled to request such 
an examination by the terms of the pol- 
icy. However, the court held that the 
plaintiff has not collected all the bene- 
fits to which she is entitled and judg- 
ment in her favor in double the amount 
due is awarded, the refusal to pay being 
arbitrary. 


Douglas Reviews Advances 
Since Mutual Life Started 


NEW YORK-—Speaking at the din- 
ner marking the dedication of the New 
York City airlines terminal, President 
L. W. Douglas of the Mutual Life, 
which financed the structure, pointed 
out that the company’s history “spans 
almost a century of the most amazing 
Period of social, political and economic 
evolution in the history of the human 
race.” 

Recalling some of the technological 





No Fraud Is Found 
in Equity Life Case 


The Oklahoma supreme court had 
before it the alleged misconduct of a 
company in Willis vs. Equity Life of 
Oklahoma City. The higher court held 
that fraud alleged was not actionable. 
In making application to the company 
for a policy the assured stated the date 
of his birth, thereby revealing that at 
the time the application was filed he 
was more than 55 years of age. The 
statutes under which the company was 
organized provide that 55 was to be the 
maximum age, at which persons would 
be eligible for insurance. The applica- 
tion was made subject to the laws of 
the state and made them part of the 
policy. 

When the policy was issued and along 
with the application delivered to the 
assured the year of birth had been 
changed and the policy showed the age 
to be 47. The insured returned both 
instruments to the company, calling its 
attention to this fact and corrections 
were made. However when the policy 
and application were returned to the 
company on the death of the insured, 
they were again changed to show the 
age to be 47 as of date of application. 
The beneficiary brought action alleging 
fraud and deceit and seeking to recover 
damages. 

The company denied the fraud and 
pleaded that since the assured was be- 
yond the legal age for membership at 
the time of his application, his certifi- 
cate was ultra vires and void. The 
higher court found there was no evi- 
dence to show that the company induced 
the insured to make the application or 
that it made misrepresentation as to a 
matter of law on which the insured was 
led to rely on his prejudice. Therefore, 
judgment of the lower court is re- 
versed. 








advances of the period, he said that 
these were not the only developments. 
New financial devices were just getting 
under way a century ago. Life insur- 
ance, “designed to remove some of the 
hazards and uncertainties of human 
existence, was but beginning.” 

Mr. Douglas stressed the fact that the 
greatest institution developed during 
the period, and one “without which the 
rest of the ingenious devices of human 
accomplishment would have stood for 
naught,” was democracy. Besides Mr. 
Douglas, speakers included Mayor La- 
Guardia of New York and President 
Juan T. Trippe of Pan-American Air- 
ways. ' 

Those at the dinner included about 
250 airline executives, executives of 
other insurance companies, city and 
state officials, including Superintendent 
Pink of the New York insurance de- 
partment. Trustees and officers of the 
Mutual Life were hosts. 





Fidelity Investment of W. Va. 
Is Now a Life Company 





(CONTINUED FROM PAGE 3) 


shall, Jr.. and A. F. Kingare vice-presi- 
dents; F. H. Pulfer is vice-president 
and sales manager, and Frank McNulty, 
secretary. 


SEC ANGLE IS VIEWED 


WASHINGTON—SEC officials this 
week said they were without information 
regarding any switch of Fidelity Invest- 
ment Association to a life insurance or- 
ganization. They explained that Fidel- 
ity had on file notification of registra- 
tion under the new investment company 
act of 1940 in which it disclosed its in- 
tention to change its title to Fidelity As- 
surance Association, but said nothing in 
the registration statement indicating 
any change in the type of business. So 
far as the SEC is concerned, it was indi- 
cated it has no interest in the change of 
title if there is no change in the type of 
business. 








LIFE INSURANCE 
on the Air 


We proudly announce the re- 
sumption on our radio station, 
WSM, beginning Friday night, 
January 17, of the program, 


‘‘The American Family Forum’”’ 


in which we bring to our studios 
each week a typical American 
family to discuss with our news 
commentators on the air the 
news of the week and its signifi- 


cance for the average family. 


The program is sponsored by 
our Company and its 4,400 Shield 
Men and women in Home Office 
and field. 


The life insurance fraternity is 
invited to listen ... every Friday 
night at 9:30 Central Standard 
Time, ...WSM...650 on your dial. 
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EDITORIAL COMMENT 





The Dividend Scales for 1941 


THE NUMBER of dividend changes that 
have been announced for 1941 clearly in- 
dicate the wisdom of regarding policy 
dividends as purely a _ year-to-year 
proposition. As one company points 
out in its dividend booklet, it is ex- 
tremely unlikely that the 1941 scale will 
continue unchanged very far into the 
future. Mortality may remain the same 
or perhaps even improve, but interest 
rates are unlikely to remain exactly as 
they are. 

If they go down companies will want 
to reflect this condition in their dividend 
scales in the interest of safety. On the 
other hand if there is a rise in the general 
interest level which seems more than tem- 
porary it would be desirable to raise the 
dividend rates accordingly. To para- 
phrase a famous observation, there is 
nothing certain about the 1941 dividend 
scales except that they will surely 
change. Years ago the conditions af- 
fecting dividend rates were so stable 


that it was rarely necessary to make any 
reduction except for some such rare and 
temporary occurrence as the influenza 
epidemic of 1918. 

Many agents who have been in the 
business some years have had the un- 
pleasant experience of having policy- 
holders make cynical remarks about the 
net cost of their life insurance not hav- 
ing turned out to be what they had 
anticipated when they bought the pol- 
icy. There was undeniably a tendency 
to minimize the fact that dividends and 
hence net costs could not be guaran- 
teed. Interest levels are so low that it 
seems almost certain that dividends will 
go up in the future. On the other hand 
there is a possibility that they may be 
reduced still further. Both these possi- 
bilities can fairly be brought to the 
prospect’s attention in connection with 
making it clear to him that the current 
scale of policy dividends is not guar- 
anteed. 


“Meet the Public” Plan Commendable 


PEOPLE have more confidence in persons 
they know. Anyone who has attended 
the various meetings of life company ex- 
ecutives has a deeper respect for their 
ability and high minded intentions. If 
more of the 65,000,000 policyholders 
could know these men personally it 
would be a big step in the institution’s 
public relations program. 

President O. J. Arnold of the North- 
western National Life has announced a 
new plan of holding a series of policy- 
holders’ meetings in various cities which 
he and other officials of his company 
will attend to answer questions, explain 
the functions of life insurance and to 


hear criticisms. This is certainly a step 
in the right direction. 

Busy as company executives are, they 
are a distinct asset in maintaining pol- 
icyholder confidence. By meeting pol- 
icyholders under a systematic program 
much can be accomplished in this con- 
tact work. The public will have a 
greater appreciation of company man- 
agement. Life companies will be looked 
upon not as powerful financial institu- 
tions but as organizations of able men 
bound together by the common purpose 
of creating greater security for their 
policyholders. This is an interesting step 
toward humanizing the company. 


Poor Remedy for Counsellor Evil 


News that the New York chapter of the 
CIO industrial agents union is drafting 
a bill aimed. at putting the fee counsel- 
lors out of business or at least easing 
the burden of the substantial fees which 
they charge for insurance advice may 
sound strange to those who are accus- 
tomed to finding the CIO on the oppo- 
site side from the companies in most 
controversies. Here is one case where 
they have a common enemy. The CIO 
is going to ask the New York legisla- 
ture to pass a bill setting up an inde- 
pendent nonpartisan advisory bureau in 
the New York insurance department. 
The theory is that this would obviate 


the need of policyholders paying fat 
fees to counsellors in an effort to get 
impartial advice. 

The first reaction of many in the in- 
surance business will doubtless be that 


it sounds like a CIO scheme to con-_ 


vince members and particularly poten- 
tial members that the union can do and 
is in a position to do something for its 
members which has not yet been ac- 
complished in other ways. 

However, examining the proposal 
strictly on its merits, there is a good 
deal of ground for distrusting it. It 
would undoubtedly be a fine thing for 
the policyholders, the general public, 


and the life insurance business if the 
high fees, the unjustifiably disturbing 
utterances, and the frequently faulty 
advice of the counsellors could be still 
further reduced. Counsellors are still 
a nuisance although their radio adver- 
tising has been much tamer since 
broadcasting stations learned that they 
themselves could be held responsible 
under the libel laws for irresponsible 
and defamatory statements sent out over 
their facilities by these self-styled ad- 
visers. 

Desirable as it would be to see the 
counsellors’ wings still further clipped, 
the CIO alternative is to put the state 
insurance department into an advisory 
role which would be sure to be fre- 
quently embarrassing. For years the 
state insurance departments in New 
York and elsewhere have done valuable 
work in giving advice to policyholders 
but this is necessarily limited to ques- 
tions of fact. If a policyholder wishes 
to know his rights and privileges under 


his policy the department can explain 
these to him fully. It can tell him what 
the various provisions mean, translating 
them out of legal language into layman 
language. 

But it is a grave question whether 


the state should assume or would want | 


to assume the responsibility of placing , 
its authority behind recommendations | 


which are matters of opinion. 


Ques- : 


tions from policyholders and prospec- | 


tive buyers can often be answered only | 
Should the state be in © 


by an opinion. 
a position of giving answers to such 
questions as “what is the best com- 
pany?” or “what is the best policy?” 


On the other hand if inquirers did not | 


receive answers to questions of this 
type or were merely told that any com- 
pany licensed in the state is presum- 
ably a good company and that no pol- 
icy can be issued which does not meet 
with the department’s sanction those 
seeking advice are going to go some- 
where else for it. 





PERSONAL SIDE OF THE BUSINESS 





Thomas I. Parkinson, president of 
Equitable Society, has been elected a di- 
rector of Atlantic Mutual, the marine 
and fire insurance company of New 
York. 

Arthur B. Purvis of Montreal, who 
is now in the United States as director 
general of the British purchasing com- 
mission, is a director of the Sun Life of 
Canada and a member of the Canadian 
board of the Liverpool & London & 
Globe. 

Denis A. Barry, the new chief exam- 
iner of insurance for Louisiana, headed 
the drive in this state among business 
and professional men for reelection of 
President Roosevelt last fall. He also 
handled the drive for flood relief among 
St. Bernard and Plaquemines citizens 
several months ago. He attended Tu- 
lane University. After serving in the war, 
he was connected with Standard Oil at 
Tampico, Mexico, and then returned to 
New Orleans with the firm of Js WY. 
Fauntleroy for four years. In 1926 he 
started his own accounting practice, The 
office of the examiner will be transferred 
to the Masonic Temple building in whici 
Mr. Barry conducts his accounting busi- 
ness. 

W. L. Brooks, Jefferson Standard 
manager in Charlotte, N. C., paid for 
$1,008,000 in 1940. He is a life mem- 
ber of the Million Dollar Round Table 
by reason of his former production 
records and after a lapse of several years 
has returned to the million dollar pro- 
ducing group. His agency paid for 
$4,000,000 last year. 

Starting as an office boy in the home 
office 30 years ago, Mr. Brooks has had 
a successful career, both as a salesman 
and as a developer of other men. He 
is manager of the branch. 

C. L. Hagstrom, assistant - general 
agent of the Massachusetts Mutual Life 
in Seattle, has left for a vacation voyage 
to Honolulu. He will be away six 
weeks, spending three full weeks in 


Hawaii. This vacation is in celebration 
of Mr. Hagstrom’s 10th anniversary 
with the Massachusetts Mutual in the 
Seattle agency. The last three years 
his production of new business has ex- 
ceeded $250,000 a year. He is a charter 
member of the “Quarter-Million Club” 
of the Washington Association of Life 
Underwriters. He has had a record of 
seven years consecutive weekly produc- 
tion. 

Maj. Waldo Willis, Jacksonville, Fla., 
special agent of Prudential, has been as- 
signed as division post exchange com- 
mander at Fort Blanding, Fla. 

Justice Alexander Chambliss, vice- 
president and legal adviser of the 
Provident Life & Accident, was pre- 
sented with a gold watch “in apprecia- 
tion of his long and valued friendship 
and wise counsel’ by President Robert 
J. Maclellan, who spoke briefly, as did 
Vice-president W. C. Cartinhour and J. 

Kruesi, who spoke for the directors. 
Justice Chambliss, actively connected 
with the company since 1887, has been 
vice-president, director, general coun- 
sel and member of the executive and 
finance committees. 

H. E. VandeWalker, Michigan state 
agent Ohio State Life, who resigned as 
chairman of the Michigan Crippled 
Children’s Commission several weeks 
ago after a disagreement with Gover- 
nor Dickinson, has been reappointed 
by incoming Governor VanWagoner. 

A. J. Groesbeck, president Michigan 
Life, and former Michigan governor, 
has been appointed a member of the 
Michigan civil service commission by 
Governor VanWagoner. 

D. N. Cameron, for more than 51 
years with the Northwestern Mutual 
Life at Oshkosh, Wis., and _ general 
agent since Sept. 1, 1907 retired from 
the Cameron & Carroll general agency 
as of Dec. 31 and M. A. Carroll became 
sole general agent for central Wiscon- 
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sin. Mr. Cameron is leaving this week 
with Mrs. Cameron for Florida and will 
spend the remainder of the winter at 
Miami Beach. He will not entirely 
sever his association with life insurance, 
but plans to return in spring to con- 
tinue as a personal producer for the 
Carroll agency. 

R. P. James, actuary of the Atlantic 
Life, has been appointed captain of a 
company to be formed in Richmond 
as a part of the Virginia Protective 
Force commanded by Brig. Gen. E. E. 
Goodwyn of Emporia. Mr. James is a 
former officer of the Richmond Light 
Infantry Blues battalion. 

J. H. Von Pein, group assistant of 
the Dallas branch of Travelers, has 
been called for military service. 

C. P. Anderson, new Congressman 
from Albuquerque and local agent and 
general agent of the Occidental Life of 
California, was honored at a _ special 
sendoff party in his home city before 
he left for Washington. 

S. A. Bishop, cashier of the Indian- 
apolis branch of Travelers, has been 
granted leave of absence for military 
duty. L. S. Westgate, assistant cashier, 
has been put in charge of the depart- 
ment. 

Guy H. Barney, branch office super- 
visor in the home office of Travelers, 
celebrated his 25th anniversary with the 
company. A native of Otego, N. Y., 
Mr, Barney first started in the banking 
business. While working for the Gen- 
eral Electric in Schenectady he went to 
the Travelers training school for cash- 
iers in 1916. During his service, he has 
been cashier in Springfield, Mass., Read- 
ing, Syracuse and Montreal. Since 1920 
he has been at the home office. 

G. S. McCarter, manager of the ordi- 
nary department of American National, 
is general chairman of the Texas Mardi 
Gras to be held in Galveston the week 
of Feb. 21. The event is entitled the 
“Pageant of the Americas” inasmuch as 
representatives of the various Pan- 
American countries will participate 
along with Texas and the other states 
in this country. There will be patriotic 
parades, pageantry, band concerts, mili- 
tary events and masked revelry. The 
largest attendance on record is expected. 
The Mardi Gras made its debut in Gal- 
veston 74 years ago. 


DEATHS 


George W. Marsh, 88, who as state 
auditor 25 years ago was head of the 
Nebraska insurance bureau, died in Lin- 
coln. Before his retirement from active 
business, he operated a local agency in 
Lincoln. He served four terms as state 
auditor and two terms as secretary of 
state, 

M. J. Gladke, 46, Buffalo district man- 
ager of the Monarch Life, died at his 
home there. He had been district man- 
ager of Monarch for 10 years. 

George Chatterton, 78, for some years 
until his retirement 35 years ago, as- 
sistant manager of the Columbian Na- 
tional Life at Fall River, Mass., died 
there. 

David Beckelman, 54, in life insur- 
ance 25 years and for 20 years Maine 
manager of the Security Mutual Life 
at Portland, died suddenly. 

Benjamin W. Bassford, who retired a 
year ago as manager of Chicago No. 4 
of John Hancock Mutual Life, died in 
Los Aagelzs where he hau gone for 
the winter. Funeral services were held 
in Chicago. He had been with John 
Hancock Mutual 40 years, serving at 
Baltimore and East St, Louis as well as 
Chicago. He was one of the most 
Prominent of the managers and was 
personally most popular. 

Ben Wood, 78, retired member of the 
legal department of the Northwestern 
Mutual Life, died in a Milwaukee hos- 
pital from pneumonia after an illness of 
two weeks. Mr. Wood specialized in 
real estate law and gained a wide repu- 
tation in that field. The late Judge C. 











E. Dyer, when counsel for the North- 
western Mutual, took Mr. Wood to 
Milwaukee in 1895 to join the legal 
department. 

John H. Rose, southeast Texas man- 
ager of the Reliance Life in Houston, 
Tex., for 25 years, died there. He was 
outstanding as a personal producer. He 
was born in Saulsbury, Tenn., and was 
graduated from the University of 
Texas. His son, Barry Rose, is with 
the Houston office. 

Mrs. Bettie Baird Smith, 82, mother 
of Talmage Smith, assistant general 


agent of Connecticut Mutual Life at 
Portland, Ore., died. She was born in 
Crab Orchard, Ky., and had made her 
home with her son until shortly before 
her final illness. 


N. B. Randall, 49, manager of the 
Prudential’s branch office in Kansas City 
handling city mortgage loans, died there. 


Theodore C. Stein of the Davenport, 
Ia., agency of Connecticut Mutual Life, 
died. He was totally blind but was one 
of the leading producers of Connecti- 
cut Mutual for many years. He had 
been associated with the company 31 
years. 





NEWS OF THE COMPANIES 





West Coast Life 
to Write Accident 


SAN FRANCISCO—Launching of a 
new accident insurance department by 
the West Coast Life has been announced 
by J. Stewart, vice-president in 
charge of agencies. Accident and health 
insurance will be written independently 
as well as in conjunction with life 
policies. 

“This step forward,” Mr. Stewart ex- 
plained, “is in keeping with our pro- 
gressive policy to offer every practical 
form of protection for personal income. 
Its purpose is to broaden the field of 
operations for West Coast Life agents.” 

For several years the West Coast has 
written group accident and health insur- 
ance and hospitalization insurance. It 
will now issue individual hospitalization 
policies for employed and family groups. 
Battleson in Charge 

The new department will be managed 
by S. S. Battleson, formerly in charge 
of the policyholders’ service division. 
He has been with the West Coast Life 
for 17 years. 

Managers will be informed of the 
plans at a meeting being held in the 
home office Jan. 10-11 at which Mr. 
Stewart will preside. 


Kansas High Court 
Upholds G. G. Moore’s Will 


Upholding the trial judge and the ap- 
peal court, the Kansas supreme court 
has validated the will of the late George 
Godfrey Moore and denied all claims of 
his nephew, Earle Moore of Los An- 

eles. One effect of the decision is to 
eave intact and under the present 
management the affairs of National Re- 
serve Life of Topeka, of which Mr. 
Moore was the founder. 

Earle Moore brought the action 
against Mrs. Georgie Moore, widow of 
George G. Moore, and Mrs. Iva Hayter 
McFall, secretary of National Reserve 
Life to whom Mr. Moore had _be- 
queathed must of the estate. Earle 
Moore charged that in 1931 he was in- 
duced to go to Topeka to become fa- 
miliar with the life insurance business 
with the idea of succeeding his uncle 
in the management of National Re- 
serve. Later Earle Moore returned to 
California. The court found that Earle 
Moore had abandoned any claim he 
might have had for participation in the 
estate and that any agreement which 
might have existed was voided by 
Earle Moore’s own action. 











Change in Labor Unions’ Attitude 


Life insurance men in Chicago are 
noticing the attitude of some of the lead- 
ing labor unions as to the purchase of 
life insurance. In view of the social 
security act and the fact that a union 
member can get benefits from age 65 on, 
some of these unions are urging members 
not to purchase any insurance or, in 
fact, incur any obligations that run past 
age 65. Therefore agents who are in 
close touch with the labor union people 
are advocating a program of insurance 
that will give a retirement benefit at 
age 65. 


Pan-American Has 
Substantial Gain 


Closing the year with over $176,000,- 
000 insurance in force, Pan-American’s 
assets now total over $42,085,752, a gain 
of $2,600,000 for the year. This is one 
of the first financial statements issued 
by a life company in 1940. 

Capital is $1,000,000, net surplus $1,- 
240,0000, policy reserves $37,972,159, 


contingency reserves and miscellaneous 
items $1,178,126. 

Resources are invested principally in 
United States government, state, county 
and municipal bonds and first mortgage 
loans. Bonds total $19,801,294, mort- 
gages $10,030,802, policy loans $5,775,- 
797 and premium notes $2,335,045. 

Pan-American has continued its ef- 

forts to dispose of repossessed real estate 
with the result that this account is only 
1.6 percent of total resources, or $694,- 
628. 
Crawford H. Ellis, president, an- 
nounced that a dividend of 8 percent 
was paid to stockholders and surplus 
was being increased. Total payments to 
policyholders and beneficiaries to date 
exceed $63,100,000. 


Central Life Names New 
Eastern Iowa Supervisor 


The Central Life of Des Moines has 
appointed Carl E. Zimmerman field su- 
pervisor in charge of eastern Iowa. Mr. 
Zimmerman was formerly agency su- 
pervisor of the Penn Mutual agency in 
Des Moines. Mr. Zimmerman will be 
in charge of production of new busi- 
ness in eastern Iowa with headquarters 
at the home office. The position is a 
newly created one. 

Mr. Zimmerman entered life insur- 
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Deduction —Family Policy Plan 


is an attractive plan that opens up a profitable field in fac- 
tories, plants and business organizations. Complete family 
insurance to meet the particular needs of each individual 
employee can be offered in one policy with standard rates 
and values. Payments are met through small monthly pay- 
roll deductions. Write for complete information. 

Our Field Force enjoys these additional advantages: 

. Aliberal agency contract 

. A plan for financing your agency 

. Accounting methods to guide you 

. Proven plans for finding—training agents 

. A liberal financing plan for your agents 

. A unique supervisory system 

. Organized Selling Plan 

. Unusually effective selling equipment 


. Policies for every purpose: Regular — Family — 
Juvenile—Women—Group—Payroll-Savings, etc. 


Low monthly premiums 


A $240,000,000 Mutual Company, 61 years old with an 
understanding, cooperative Home Office 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 
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ance in 1936, and has had a successful 
career as personal producer and super- 
visor, 





H. M. Steussy Becomes 
Franklin Life Official 

Henry M. Steussy of Milwaukee, 
former executive field man for Fidel- 
ity Investment Association of Wheel- 
ing, W. Va. has been named vice- 
president of Franklin Life. He 
organized and led one of the most ef- 
fective sales forces in the country, of- 
ficials say. 

Writ of Prohibition Denied 

The Missouri supreme court has de- 
nied the application of Alfred Fairbank, 
president, and Fred Strudell, vice-presi- 
dent Central States Life, for a writ of 
prohibition to restrain the circuit court 
of St. Louis from taking further action 
in the suit brought by Frank A. Jones, 
a director of Central States, for $115,000 
damages. The denial of the writ was 
“without prejudice’ which leaves the 
way open for refiling of the petition on 
other grounds. 

Jones in his suit sought $100,000 
punitive and $15,000 actual damages as 
the engi of his Central States Life 
stock. 


C. B. Powell New President 


C. B. Powell has been elected presi- 
dent of Victory Mutual Life of Chicago, 
prominent Negro company. He takes 
the place left vacant by the death of 
L. K. Williams, last November. Mr. 
Powell has had the title of vice-chair- 
man and first vice-president, and has 
been with Victory Mutual since the re- 
organization in 1933. 

R. A. Valentine, who has been treas- 
urer since 1933, takes the title of secre- 
tary as well, assuming the position left 
vacant by the death of J. E. Mitchem 
some months ago. Mr. Valentine was 
previously located in Montreal, first as 
an agent for Confederation Life and 
then for Manufacturers Life. 











Jennie Sue Daniel Joins 
“Eastern Underwriter” 


Clarence Axman, editor of the “East- 
ern Underwriter,” announces that Jen- 
nie Sue Daniel is joining the editorial 
staff of that publication. 

She is one of the best known women 
in the country identified with the insur- 
ance business. For many years she was 
editor of the “American Agency Bulle- 
tin” of the National Association of In- 
surance Agents and she also handled 
other writing assignments at National 
association headquarters. She attended 
many of the national conventions and 
has many friends in the business. 

Since leaving the “American Agency 
Bulletin,” Mrs. Daniel has been located 
in Cincinnati doing insurance publicity 
and correspondence work. She attended 
in the business as associate editor of the 
“Insurance Field” in Atlanta. 

She blossomed out even in advance of 
going with the “Eastern Underwriter” 
with a lengthy feature article last week 
reporting the activities of W. A. Earls, 
prominent local agent of Cincinnati, and 
C. Vivian Anderson, life insurance leader 
of that city, as members of the draft 
board. 


State Farm Michigan Rally 


LANSING, MICH.—Agents of the 
Michigan State Farm Bureau agency of 
the State Farm: insurers of Bloomington, 
Ill., attended their annual convention 
here. 

R. P. Mecherle, president, presented 
awards to leading producers. 

Alfred Bentall, founder of the Michi- 
gan agency, although confined to his 
home in Lansing by illness, spoke to the 
group through a telephone hookup. 

Other speakers included James H. 
Parsons, head of the conservation de- 
partment, and Morris Fuller, vice-presi- 
dent State Farm Life. 


LIFE SALES MEETINGS 





B. M. A. All-Stars in 
New Orleans Rally 


NEW ORLEANS—Rate revisions re- 
flecting decreased returns on investments 
were announced by the Business Men’s 
Assurance at its annual all-star sales- 
men’s convention here. 

“In our own instance, reserves on life 





W. T. GRANT 


business averaging somewhat under 
$200 per $1,000 of insurance, the decline 
in investment returns from 5 percent 
net in 1928 to 4 percent net in 1939 and 
to something under 4 percent for 1940 
means a loss in investment income of 


just a little under $2 per $1,000 of in- 
surance in force, or 1 percent on almost 
$200 of reserves,” President W. T. 
Grant pointed out in his discussion of 
“Life and Disability Insurance—Yester- 
day, Today, and Tomorrow.” 

“The average reserve on all life insur- 
ance in force is approximately $300 per 
$1,000, so that every time the interest 
rate on investments decreased 1 percent, 
it is necessary to increase the premium 
rate to the policyowner $3 per $1,000,” 
Mr, Grant said. “As the average age of 
our business increases, our average re- 
serve will increase to around $300 per 
$1,000. So we must look forward even- 
tually to having to collect this $3 in 
premium rate to keep the company 
financially prepared to withstand what- 
ever fluctuation in values may occur.” 


Must Have More Insurance 


Although decreasing interest yield 
“works seriously to our disadvantage in 
losing the benefit of excess interest to 
help pay for protection, it works directly 
to our advantage in that it compels the 
policyowner to provide a much larger 
volume of insurance in order to guaran- 
tee his dependents a necessary minimum 
income than would be required where 
insurance funds could be invested at 5 or 
6 percent instead of from 3 to 4 percent 
as at present. The man who feels he 
must leave his family enough insurance 
to guarantee them $100 a month would 
require from $30,000 to $40,000 of life 
insurance under existing conditions as 
compared with $20,000 to $24,000 with a 
5 or 6 percent investment return effec- 
tive.” 

Mr. Grant expressed the opinion that 
there is nothing in the immediate future 
that will justify the management of any 
insurance company to expect a return to 
the old interest levels effective during 
the years immediately preceding 1930. 

“We must reconcile ourselves to the 
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SHAKESPEARE HAD 
A PHRASE FOR IT 


Income at Age 65 
“The very staff of my age, my 


very prop.” 
—Merchant of Venice. 


The Net Cost Buyer 


“But in the way of a bargain, 
mark ye me, I'll cavil on the ninth 


part of a hair.” 
—kKing Henry IV. 


e 
The Honor Roll Man 
“T am not in the roll of common 
men.” 
—King Henry IV. 
e 
A New Approach 


“T know a trick worth two of 
that.” 


The Agency Manager 
‘For I am nothing, if not critical.” 


—Othello. 
e 
When The Wife Objects 


“The lady doth protest too much, 
methinks.” 


—Hanmlet. 
. 


The Procrastinator 
“By and by is easily said.” 


—Hamllet. 
e@ 


The Dotted Line 
‘Although the last, not least.” 


—King Lear. 


Prestige 


“Good name in man and woman, 
dear my lord, ; 
Is the immediate jewel of their 


souls.”’ 
—Othello. 
e 
Selling Life Insurance 


“To business that we love, we rise 
betime, 
And go to’t with delight.’ 


—Anthony and Cleopatra. 


BANKERS LIFE 
DES MOINES COMPANY 


Established 1879 


—King Henry IV. 
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: idea that the policyowner will not have 


as large a portion of the cost of insur- 


> ance borne by interest on savings, but 


ee 


Je ge Rtibe aaa eee. 2° 


will have actually to pay a premium ade- 
quate to guarantee the safety of the 
insurance, without large interest re- 


turns. ; 
' “While policyholders cannot hope to 


receive aS large returns from insurance 
investments, this only enhances the value 
of protection, and, after all, doesn’t work 
to their disadvantage investment-wise 
because the opportunity to invest else- 
where at better rates is denied. The very 
conditions which prevent insurance com- 
panies from earning high returns _ also 
prevent the policyowner from securing a 
better return from any other investment 
available to him.” 


Group Numbers 100 


The convention here was attended 
by 55 field representatives who met the 
requirements, together with wives, the 
entire group numbering about 100. To 
qualify, an agent must have written a 
minimum of $200,000 paid life business 
or its equivalent in accident and health 
or in life and accident and health com- 
bined. 

Vice-president J. H. Torrance ex- 
tended the greetings at the opening ses- 
sion Monday morning. 

Other speakers included Robert San- 
ders of San Diego, president of the Grant 
Club; Actuary L. H. McVity, Vice- 
president J. C. Higdon. 

There were several forums on the In- 
formation Please style, the chairmen 
being W. B. Huie of Arizona, C. M. Gu- 
lick of California and R. J. Costigan of 
Missouri. 

The group enjoyed entertainment fea- 
tures each day of the convention. 





Jefferson Standard Home 
Office Agency Has Rally 


GREENSBORO, N. C.—The annual 
meeting of the home office agency of 
the Jefferson Standard Life opened 
with a luncheon session at which Julius 
C. Smith, vice-president and general 
counsel, spoke on “What of 1941” and 
President Julian Price complimented 
those present on their work during the 
year. At a business session in the 
afternoon, W. H. Andrews, Jr., agency 
manager, outlined the objectives for 
1941 and discussed plans for the com- 
pany’s convention in Augusta, Ga., 
April 15-18. 

George Elliott, Winston-Salem dis- 
trict manager, spoke on “Your Quota;” 
Karl Ljung, superintendent of agencies, 
outlined progress made during the past 
year; D. E. Buckner, associate actuary, 
spoke on “What We Have to Offer in 
1941;” E, Frank Andrews, Greensboro, 
on “Calls to Be Made;” W. H. White, 
Sanford, on “Organized Effort;” and 
Don A. Currie, Pinehurst, on “The 
New Man.”. 

_ Mr. Andrews was the agency’s leader 
in sales, 





Massachusetts Mutual Life 
General Agents in Session 


The general agents association of 
Massachusetts Mutual Life is holding 
a three-day conference at Miami Beach 
with C. K, Litchard, Springfield, presi- 
dent of the organization, presiding. The 
Program theme is “Managing the 
Agency of Today.” More than 80 gen- 
eral agents and agency department of- 
ficers are attending. 

J. C. Behan, vice-president, discussed 
the company’s plans for agency opera- 
tions during the new year. F. J. Van 
Stralen, co-general: agent in San Fran- 
cisco and president of the agents asso- 
ciation, outlined plans for its sales con- 
terence early in June when the company 
will have passed the 90th anniversary 
ot its founding in 1851. 

The company’s new personal security 
plan was reviewed by L. M. Huppeler, 
agency assistant. The plan replaces 
monthly budget (salary savings) and 





will afford the company’s agents an ul- 
tra-modern sales procedure. 

Chester O. Fischer, vice-president, 
elaborated on the conference theme, set- 
ting up a recommended agency devel- 
opment program. He said national and 
international tension will impose new 
problems on the life insurance business, 
but at the same time an increase in na- 
tional income should be optimistically 
viewed as enhancing sales opportunities. 
War, he said, increases recognition of 
the need for life insurance. 

A panoramic view of management in 
action was featured at the session 
Thursday morning. General agents in 
various cities discussed their respective 
activities as salesmen, business men and 
leaders. At an evening meeting led by 
Agency Assistant Huppeler, plans for 
selling pension trusts were analyzed. 

“Your Family, Inc.,” the company’s 
visual selling plan introduced last sum- 
mer, will be reviewed Friday by Charles 
W. Hall, assistant director of agencies, 
and by agents and general agents. 

John M. Holcombe, manager Sales 
Research Bureau, will talk on “Major 
Factors in Agency Building.” 


Security Mutual, N. Y., Has 
Agency Building School 


Outline of procedure for training 
new men and for recruiting men from 
other walks of life were high spots in 
the first 1941 agency building school 
of Security Mutual Life of Binghamton, 
held Jan. 3-4. Frederick D. Russell, 
president, pointed to increased reem- 
ployment required by the national de- 
fense program as broadening the life 
insurance market. 

“We must build,” Mr. Russell said, 
“not only against the potential ravages 
of ruthless human invaders, but against 
the tyranny of want, privation and mis- 
ery. It is our lasting good fortune that 
against these tyrannies we have the 
most wonderful weapon ever devised, 
the weapon of life insurance.” 

Objectives of the company’s agency 
department and the methods for their 
attainment were described by F. L. 
Mable, superintendent of agencies, and 
Norman T. Carson, agency secretary. 


Indianapolis Life Central 
States Rally Jan. 31-Feb. 1 


The Indianapolis Life will hold its 
central states agency convention in In- 
dianapolis Jan, 31-Feb. 1, with qualify- 
ing agents from Indiana, Illinois, Ohio, 
Michigan, Minnesota and Iowa in at- 
tendance. It is possible that several 
producers will be present from Texas. 
An educational and inspirational pro- 
gram is being prepared. Entertainment 
will again be furnished by girls of the 
home office, about 35 participating. 

Ed. F. Kepner of the home office is 
the director of the entertainment fea- 
ture. 

The Indianapolis Life had a good 
year in 1940 and the attendance proba- 
bly will be as large as any in past 
years. There will be a brief session of 
the Councillors Club at which the new 
officers, chosen on a production basis, 
will be installed. The club will take 
its annual trip in February, this year to 
Mexico City. 


National Reserve Life 
Holds Annual Parley 


About 50 field representatives and 
home office people participated in the 
annual meeting of National Reserve 
Life in Topeka. President Holmes 
Meade in his address, praised the serv- 
ice of the agents. He observed that in 
other nations an effort has been made 
to develop insurance systems without 
the services of agency departments 
and such efforts have met with 
failure. Vice-president W. A. Biby 
was the main speaker at a luncheon 
session. He talked on “Keep Smiling— 
There Will Always Be a U.S.A.” 

Prizes were awarded to agents who 




















We Resolve ..... in 194l 


To continue to maintain the personal, 
friendly and cordial relationships which 
have always existed between everyone 
in the Home Office and our entire Field 
Organization; 


To continue to regard each Fieldman as 
a real personality, and not just a pin on 
the map; 

To continue to render the type of SER- 


VICE which has become synonymous 
with the name of our Company; 


To continue to jealously guard our repu- 
tation as —"“THE COMPANY WITH A 
PERSONALITY.” 


Attractive agency openings are now available for men 
who have no present agency connection, and who can 
measure up to Pan-American standards 


Address 
FRANK T. LIMONT, GENERAL MANAGER OF AGENCIES 


PAN-AMERICAN LIFE INSURANCE CO. 
New Orleans, U. S. A. 


Crawford H. Ellis 
President 


Edward G. Simmons 
Executive Vice-Pres. 

















Build Yourself — 


~ Build Your Business 


To the man ambitious to build his own Agency, 
The Old Line Life offers unlimited opportunity. 

We have developed an intensely practical training 
course, following modern selling trends. It gives the 
General Agent a step-by-step training schedule for 
new Agents and gets them into early production. 

Effectively and profitably it helps the General 
Agent to reach his goal. 

Write today regarding available territory in Illi- 
nois, Iowa, Michigan, Minnesota, Ohio and Wisconsin. 


pNEIGOE 


y of America 


Say 
/asurance Compan 


HOME ¥ 


Writes Accident, Health, Juvenile, and in 
addition all popular forms of Life Insurance. 
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excelled in a contest during November 
and December. The main winners 
were L. B. Casebier of Oskaloosa and 
Lloyd Perryman of Topeka. 

The prizes consisted of articles of 
clothing that the winners selected from 
the stocks of the Gibbs Clothing Com- 
pany. Frank C. Gibbs of that store is 
one of the oldest stockholders and 
policyowners of National Reserve Life. 


K. C. Life Managers to Confer 


About 35 managers, general agents 
and supervisors of the Kansas City Life 
will attend the annual conference at the 
home office Jan. 15-16. They will con- 
fer with executives on the agency man- 
agement program instituted two years 
ago. 


Faser Conducts Miss. Schools 


H. M. Faser, recently appointed 
superintendent of agencies of the Lamar 


Life, has begun a series of two-day 
schools in the Mississippi districts. The 
first school was held in the Grenada 
district. Others are scheduled in Co- 
lumbus and Tupelo. 


Agency Managers at Home Office 


Agency managers of California- 
Western States Life will convene at the 
home office Jan. 27-29 for a conference 
with company officials. Approximately 
35 will travel from ten western states 
to participate. All territories except 
Texas will be represented. The confer- 
ence will be under the direction of O. 
J. Lacy, president, R. P. Cox, vice- 
president and Ernie Guttersen, inspec- 
tor of agencies. 

A special regional meeting of Texas 
managers will be held at San Antonio, 
Feb. 10-11. This meeting will also be 
led by home office officials, including Mr. 
Lacy, Mr. Cox and Mr. Guttersen. 





LIFE AGENCY CHANGES 





Metropolitan Life 
Has Three Changes 


J. H. Wright, Metropolitan Life 
manager at Clarksburg, W. Va., since 
1933 has been transferred to Lexing- 
ton, Ky., and W. G. Seymour, Hunt- 
ington, W. Va., manager will succeed 
him at Clarksburg. P. R. Snyder, field 
training supervisor, has been named 
Newport, Ky., manager, succeeding H. 
G. Boesenberg who has been trans- 
ferred to one of the eight Cincinnati 
districts. 

Mr. Wright succeeds R. C. Ware, 
who has retired from active service. 
Mr. Wright was in the newspaper 
business, and was sales manager for an 
acetylene gas company in Tennessee 
and Kentucky before he joined the 
Metropolitan as an agent in Lexington 
in 1927. He was made assistant man- 
ager in 1928. Two years later he was 
put in charge of the Paris, Ky., office, 
where he remained until 1933 when he 
was promoted to manager and trans- 
ferred to Clarksburg. He will main- 
tain headquarters at 167 West Main 
street, Lexington. 


Seymour Joins in 1921 


Mr. Seymour taught rural school and 
was an agent for the Kentucky Central 
Life before he joined the Metropolitan 
as an agent at Bowling Green in 1921. 
In less than a year he was promoted to 
assistant manager. In 1926 he was 
made a manager at Henderson, Ky. He 
was transferred to Huntington, W. Va., 
in 1931. 

His headquarters will be in the Em- 
pire Bank building, Clarksburg, with a 
branch office in Fairmont. 

Mr. Snyder joined the Metropolitan 
in 1928 as an agent in New Philadel- 
phia. In 1933 he was promoted to as- 
sistant manager at Delaware, O. In 
1937, he was appointed a field training 
instructor for central Indiana. Re- 
cently he has been working southern 
Ohio, eastern Kentucky and West Vir- 
ginia. Mr. Snyder will office at 403 
York street, Newport. 


Agency Directors Assigned 
by New York Life in Chicago 


Three important changes in the cen- 
tral department setup of New York Life 
in Chicago were announced by Lloyd 
Lafot of Chicago, inspector of agencies. 
R. W. Worsey, agency director Bankers 
branch, has been assigned as agency di- 
rector of the Lakeside branch. G. K. 
Driggs, agency director of the latter 
branch for some time, has been ap- 
pointed agency director of the northern 
Illinois branch. Aubrey Peters, a lead- 
ing agent and Top Club member, has 
been assigned to succeed Mr. Worsey as 
agency director of the Bankers branch. 

The appointment of Mr. Driggs coin- 
cides with transfer of a number of coun- 


ties in northern Illinois from O. R. Car- 
ter, inspector of agencies midwestern de- 
partment, to Inspector Lafot. The north- 
ern Illinois branch heretofore has not 
had an agency director as such, Inspec- 
tor Carter having served in this function 
and the branch being quartered in his 
department office. 

Agency Director Driggs in addition to 
handling the new territory comprising a 
number of outlying counties also will 
handle Chicago city territory. 


Federal Life Appoints 
New Texas State Manager 


J. P. Robinson of Dallas has been ap- 
pointed Texas state manager by Federal 
Life of Chicago for life, accident, health 
and hospital insurance. The Dallas of- 
fice has been moved to the Wilson build- 
ing. 

Mr. Robinson has an outstanding rec- 
ord as a successful agency builder. For 
16 years he has been Texas manager of 
West Coast Life. Federal Life has been 
represented in Texas, for many years 
with offices at Dallas, Houston, San An- 
tonio and several smaller cities. It now 
plans to extend to that state an agency 
building and development plan which has 
been tried with success in Illinois and 
other states. 

C. L. McNulty, who has been Dallas 
manager for several years, has resigned 
but will continue with the company, the 
new arrangement permitting him to de- 
vote all of his time to personal produc- 
tion. 


Paul C. French Becomes 
Kansas City Head of N. Y. Life 


KANSAS CITY—Paul C. French, 
manager at St. Louis for New York 
Life since 1938, has been transferred 
here as Kansas City branch manager. 
Mr, French is president of the Missouri 
Association of Life Underwriters. He 
was formerly manager of the St. Joseph 
branch. He succeeds B. A. Notzon, re- 
tired. Max A. Derryberry, former St. 
Joseph manager, appointed to succeed 
Mr. Notzon here, died in December be- 
fore taking over his new duties. 

Additional territory from the old Mis- 
souri Clearing House branch of New 
York Life will be added to the juris- 
diction of the Kansas City office which 
will become one of the largest branches 
of New York Life in the country. Mr. 
French has been with New York Life 
about 30 years, having started as an 
office boy in Kansas City. 


Duke with Ohio State Life 


S. W. Duke, for the past year assistant 
general agent in the I. Jackson 
agency Massachusetts Mutual in Cin- 
cinnati, has resigned to become associate 
general agent of the Ohio State Life 
with J. C. McFarland, Cincinnati general 
agent. Mr. Duke joined the Massa- 
chusetts Mutual three years ago after a 


long army service, most recently being 
stationed at Fort Thomas, Ky., with the 
rank of captain. He consistently ranked 
high as a personal producer and has 
been a member of the honor roll every 
year. Mr. Duke is an active member 
of the Cincinnati Life Underwriters As- 
sociation, serving on a number of com- 
mittees. He attended the University of 
Richmond, the University of Kentucky 
and Corneli University. 

Mr. McFarland has a growing and 
successful agency which started from 
scratch in 1933, when he was appointed 
general agent after a short experience 
as an agent. He has been a member of 
the Ohio State president’s club every 
year and led the entire company in 1938 
in personal production. Business in force 
has increased 100 percent in the Cincin- 
nati area since he took charge. 


Son Succeeds Father at Boise 


H. C. Schuppel has resigned as gen- 
eral agent at Boise, Ida., for Oregon Mu- 
tual Life and is succeeded by his son, 
H. M. Schuppel. The agency has the 
southern Idaho-eastern Oregon terri- 
tory. 

H. C. Schuppel started the agency in 
1920 and its business ranks high in the 
state. The Boise agency has won the 
President’s Cup seven times. Mr, Schup- 
pel first went with Oregon Mutual in 
1914. He is a member of the Oregon 
Mutual Life Millionaires Club. He in- 
tends to take a long vacation and then to 
carry the rate book again for Oregon 
Mutual in Boise. 

H. M. Schuppel graduated from the 
University of Oregon and then went 
with Oregon Mutual at Boise in 1928. 
He is a past president of the Idaho Life 
Underwriters Association and is a C. 
qos aU)s 


Cummings Agency Expanding 

The O. Sam Cummings agency of the 
Kansas City Life in Texas has insti- 
tuted an expansion program. 

O. R. Eby, who has been manager 
at Houston, becomes assistant manager 
of the agency and will have charge of 
all city business and city agencies in the 
state. He has been with the company 
since 1935 and Houston manager since 
1938. He will continue his headquar- 
ters in Houston. 

Ross Cole, 12 years in personal pro- 
duction and agency management in 
Texas, becomes manager of the Hous- 
ton city agency. J. M. Spangler, who 
joined the Dallas agency in 1924, be- 
comes Dallas city manager. He was 
general agent in Louisiana for a time 
and rejoined the Dallas agency in 1938. 


Graham Named at Little Rock 


Watt Graham, Detroit supervisor, has 
been transferred by the Northwestern 
National Life to Little Rock as Arkan- 
sas general agent to succeed R. H. 
Carter, who will devote his time to per- 
sonal production. Mr. Graham joined 
the organization at Little Rock in 1930 
and was stationed at Fargo, N. D., one 
year before transfer to Detroit. 


Dudley Dowell Advanced 


Dudley Dowell, supervisor of agen- 
cies for the Allegheny department of 
the New York Life, has been promoted 
to inspector of agencies in the same 
department. The Allegheny depart- 
ment includes Columbus, Youngstown, 
Wheeling, Erie, Harrisburg, Johnstown 
and Pittsburgh. 

Mr. Dowell went to Pittsburgh Jan. 
1, 1940. He succeeds M. B. Flood, who 
retired after 38 years of service. He 
joined the company as a clerk in the 
Little Rock branch in 1921. 


Thompson Transferred to New York 


Joseph Thompson, manager life de- 
partment of the Portland, Me., branch 
office of Travelers, has been transferred 
to the 42nd street New York city 
branch in the same capacity. A native 
of Sanford, Me., he graduated from the 
home office training school in 1934, 
after which he served as field assistant 
in Portland and Boston. For a time 
he was with Boit, Dalton & Church, 


Bankers of lowa Names 
New Montana Manager 








JAMES J. GLEASON 


Arthur Nelson has resigned as 
agency manager of the Bankers Life of 
Iowa at Helena, Mont. and is suc- 
ceeded by James J. Gleason. 

Mr. Nelson will continue with the 
company as a member of one of its 
agencies in California. He joined the 
Bankers Life Montana agency in 1926 
after many years of banking and retail 
hardware experience. He became state 
manager a year later. 

Mr. Gleason joined the Bankers Life 
in 1930 after six years with the Equi- 
table Society. Since Oct. 1, 1937, he 
has been Montana agency supervisor. 

The Bankers Life has consolidated its 
Syracuse and Buffalo, N. Y., territories 
under the direction of Agency Manager 
F. H. Dickinson at Buffalo. T. C. Cur- 
tin, formerly Syracuse manager, will 
continue in Syracuse as district super- 
visor for the Buffalo agency. 








general agents in Boston. It was less 
than a year ago that Mr. Thompson 
became manager in Portland. 


Hazel Made Raleigh Manager 


C. C. Hazel has been appointed man- 
ager of the Raleigh agency of the Oc- 
cidental Life of N. C. A graduate of 
the University of North Carolina, he 
was with the Equitable Society eight 
years and the last two years has been 
with the Reliance Life. 


N. Y. Life’s Southem Shifts 


T. W. Abbott, agency director of the 
New York Life in Charlotte, N. C., 
since 1929, has been transferred to Nor- 
folk, Va. He has been with the New 
York Life 30 years and went to Char- 
lotte from Wilmington, Del. He is suc- 
ceeded in Charlotte by C. L. Gibbs, for- 
merly of Miami, who has been with 
the company 15 years. 


Strupper Succeeds Bates 


Everett Strupper, for 16 years with 
Massachusetts Mutual in Atlanta and a 
former All-American backfield man at 
Georgia Tech, has been appointed 
Georgia general agent of the Volun- 
teer State Life, with offices in the 
Volunteer building, Atlanta. He suc- 
ceeds L. T. Bates, who is now with the 
Acacia Mutual Life in Washington, D. C. 


Earls Opens New Department 

H. R. Urmston, Hamilton, O., bank 
executive and attorney, has been named 
manager of the estate planning depart- 
ment of the Connecticut Mutual Life’s 
general agency in Cincinnati by W. T:- 
Earls, general agent. 

Mr. Urmston is resigning as trust 
officer of the Citizens Savings Bank & 
Trust Company of Hamilton to create 
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and manage the new department. He 
has been very active in civic organiza- 
tions. m9 ; 

Under Mr. Earls, the Cincinnati 
agency has advanced from 35th to 10th 
position among the company’s general 


agencies. 


Hugh White Resigns in Detroit 
Hugh C. White, Detroit | general 
agent Connecticut Mutual Life since 
1931, has resigned to return to personal 
production. Shortly after his resigna- 
tion he wrote one of the largest cases 
written in the city in many years. He 
has served as director, secretary and 
vice-president of Qualified Life Under- 
writers and as a director of Associated 
Life General Agents & Managers. 


Myer Takes Over in Detroit 


R. E. Myer took charge of the De- 
troit branch of the Mutual Life of New 
York Jan. 2, succeeding J. B. Macken, 
who was transferred to the Coyner 
agency in Chicago. Mr. Myer was 
manager at Harrisburg, Pa., for six 
years and prior to that had been agency 
inspector at the home office for three 
years. 











Loventhal Agency Reorganized 


NASHVILLE—Following the death 
of Lee J. Loventhal, Loventhal Bros. 
agency is being incorporated by C. B. H. 
Loventhal, Bernard Fensterwald and A. 
D. Waldauer. 

The Agency represents Northwestern 
Mutual Life. 


Bristol Gets Added Territory 


Due to the excellent showing of W. J. 
Bristol of Newark, general agent Mid- 
land Mutual Life in New Jersey, the 
company has given him three additional 
counties—Bergen, Passaic and Morris. 








McElroy to Assist Moynahan 

Clyde V. McElroy, formerly associ- 
ated with Metropolitan Life’s Park 
Grove agency in Chicago, has been 


transferred to the West Suburban 
agency under Manager John D. Moy- 
nahan. Mr. McElroy has been with the 
Metropolitan 24 years. He was an out- 
standing producer as an agent in the 
Peoria district and will assist in the 
development and training work in the 
Moynahan agency. 





Carter, Jackson, Miss., Manager 


G. W. Carter, assistant manager of 
the Jacksonville, Fla., ordinary agency 
of Prudential, has been promoted to 
manager at Jackson, Miss. He was with 
Missouri State Life for 20 years. 


NEWS BRIEFS 


W. I. Black, Omaha general agent 
John Hancock Mutual Life, has ap- 
pointed D. P. Riley district manager 
for Lincoln, Neb. Mr. Riley has been 
a leading producer in Nebraska and re- 
cently graduated from the home office 
training school. He succeeds G. M. 
Farley, who continues as a_ personal 
producer, but who will work part time 
as athletic coach at Wesleyan Univer- 
sity, Lincoln. 


E. R. Chesney, district group super- 





visor Kansas City branch office of 
Travelers, is transferred to Los An- 
geles. 


Fred P. and A. A. Beaudin have 
opened the Newberry Agency in New- 
berry, Mich. They have been appointel 
general agent for the Wisconsin Na- 
tional Life. F. P. Beaudin has been with 
the Lincoln National in Detroit since 
1925, recently as agency director, 

O. W. McNulty, Sioux City has been 
named district manager of the Midland 
National Life Insurance at Waterloo, Ia. 

Carl M. McWherter, Jr., has been ap- 
pointed general agent at Paris, Tex., for 


General American Life. The office is 
located in the First National Bank 
building. 


J. A. Williams has rejoined the C. A. 
Hopkins agency of New England Mu- 
tual Life in Montgomery, Ala., and has 
been appointed supervisor. 





PACIFIC COAST 


AND MOUNTAIN 





Metropolitan Life Plans 
Two Housing Projects 
Under New California Law 


F, H. Ecker, board chairman Metro- 
politan Life, has filed with the Cali- 
fornia division of insurance an appli- 
cation for approval for the construction 
of two $12,500,000 multiple housing 
projects, one in San Francisco and the 
other in Los Angeles, under the provi- 
sions of the new measure legalizing 
such investments for insurance compa- 
nies in California. 

Mr. Ecker, F. G. Dunham, general 
counsel, and Attorney Clay Robbins, 
representing the Metropolitan, and the 
contractors who will build the project, 
held a consultation with Commissioner 
Caminetti and insurance division repre- 
sentatives at which plans were exam- 
ined. Judge Caminetti decided to make 
an independent survey of the entire 
plan before he gives it his approval. 


Similar to Parkchester 


The projects will be similar to its 
Parkchester project in New York City. 
The Los Angeles unit will be erected 
on 173 acres of land bounded by Third 
and Sixth streets and Fairfax and 
Cochran avenues. Only 18 percent of 
the tract will be devoted to buildings, 
which will be two story houses, of 

lass A construction and will contain 
2,700 rentable units to house between 
11,000 and 12,000 people. The units 
will be from two to six rooms each, and 
will be classed as moderate and low 
cost rentals. 

The San Francisco project will cover 
200 acres in an attractive part of San 
Francisco, known as the Lake Merced 





district. It will contain 2,500 apart- 
ments and the buildings will occupy 20 
percent of the acreage, the remainder 
being utilized for playgrounds for chil- 
dren, parking and recreational facilities. 





Deans Club Honors Hardy 


SALT LAKE CITY—The Deans 
Club, a group of veteran life insurance 
men, gave a luncheon honoring R. K. 
Hardy, California-Western States Life, 
who has just sailed for Honolulu to 
represent President H. J. Grant at an 
annual conference of Mormon church 
adherents in the Hawaiian Islands. He 
will return in February. 

Secretary J. V. Smith reported that 
the club’s president, J. D. Spencer, one 
of the organizers of the Utah Life Un- 
derwriters Association in 1905, and its 
first president, and former vice-presi- 
dent of the National association, for the 
past 44 years an agent of New York 
Life in this city, had been made a life 
member of the company’s “Top Club,” 
through having qualified for the $200,- 
000 Club continuously for 25 years. 





Washington Agents Plan for 1941 


SEATTLE, WASH.—The annual 
meeting and banquet of Prudential sales 
leaders in Washington was held here at 
which preparations for 1941 activities 
were announced. Austin Thayer, Seat- 
tle manager, was in charge. 





Discuss Restrictions on Agents 


DENVER—At a conference with 
representatives of both life and casualty 
associations Commissioner Kavanaugh 
agreed to recommend to the legislature 
any bill which in his opinion -will help 
solve the problem of multiplicity of 








Customarily Speaking 


By custom long established, a New Year is 


universally hailed as a “Land of Beginning 


Again” through which he who lays his course by 


the copybook maxims tested in the fire of expe- 


rience may, perchance, reach “The Land of 


Heart's Desire.” 


Here’s hoping, then, that this year of 1941 may 


so transport all rate book-toters, all workers in 


home offices, and all by whose labor this journal 


eventuates. 


A REE 


BRADFORD H. WALEER, President 
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WITH THIS POPULAR 
HOSPITAL-SURGICAL 
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Be SURGEON'S PEES — $50.00, $25.00 or $15.00, 
depending upon class of operation, for surgical 
operation when performed in the hospital. In- 
cluded in the surgical schedule are all types and 
kinds of operations that are most prevalent. 


The 
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White today to JAMES K. PRESTON, Yates Mga. 


LUMBUS 


INSURANCE COMPANY 


If you're looking for an easy way to supple- 
ment your present income here’s a plan that 
will do it. The most “talkéd-about” plan in 
the field! 
unusual 
carries a liberal commission. Wins the interest 
of everyone—sells easily. And a real “door- 
opener” to new life insurance prospects. 
this “sales-tool” a $100, or more, extra per month 
is not hard to make. Let us give you the facts 

. it need not affect your present connection 
in any way. 


Benefits that win Sales! 


1, HOSPITAL CONFINEMENT— Up to $5.00 


A Hospital-Surgical Policy that is 
in benefitts—low in cost—and 


With 


per day, for as long as thirty days in any 
one policy year, while confined in a recog- 
nized hospital in the United States or 
Canada. 


2, OPERATING ROOM—$10.00 ANAESTHETIC 


— $10.00 X-RAY (except teeth) — $5.00 
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agents and provide better protection for 
the public. Glenn A. McTaggart, Pru- 
dential, represented the Colorado Asso- 
ciation of Life Underwriters. While 
the life men will not actively support 
such a bill and wish to have their group 
excepted from its terms, they will not 
oppose the measure. 





San Francisco Office Opening 
California-Western States Life held 
an open house and luncheon meeting 
in connection with the opening of new 
and larger quarters for the San Fran- 
cisco agency in charge of Manager 
Gilbert Ball. The home office was rep- 
resented by President O. J. Lacy, Ray 
P. Cox, vice-president; Marcus Gunn, 
vice-president and actuary, and Ernest 
Guttersen, inspector of agencies. 


Wood Agency Holds Parley 


Members of the San Francisco agency 
of the Phoenix Mutual Life held their 
annual breakfast conference with Man- 
ager R. E. Wood presiding. Frank W. 
Bland, Pacific Coast manager THE Na- 
TIONAL UNDERWRITER, discussed social 
security and its relation to life insur- 
ance. 


Editor A. R. Crawford Resigns 


A. R. Crawford has resigned as editor: 
of “Pacific Insurance,” the publication of 
San Francisco. He had been with that 
magazine since last February and pre- 
viously for 19 years had been associate 
editor of “Underwriters Report” of San 
Francisco. 


W. A. Albert, Aetna Life, Seattle, has 
been presented an engraved plaque by 
P. R. Green, general agent, as the 
agency’s leading producer in 1940. Mr. 
Albert was second among all Aetna 
producers in November. 


MANAGERS 


McLean Heads Wichita Managers 


The Wichita General Agents & Man- 
agers Association has elected John J. 
McLean, Union Central Life, as presi- 
dent, succeeding Lee Wandling, Equi- 
table Society. William Nicholls, Jr., 
Penn Mutual,-was advanced from secre- 
tary to vice-president, and Hal Johnson, 
Columbian National, was named secre- 
tary. W. E. Moore, Pacific Mutual, 
and Clayton Mammel, Farmers & Bank- 
ers, are new directors. 

Plans for the mid-year meeting of the 

. A. L. U. in Wichita March 27-29 
were discussed. 


Holcombe in Jackson, Miss. 


J. M. Holcombe, Jr., manager Sales 
Research Bureau, addressed the Life 
Insurance General Agents & Managers 
Association of Jackson, Miss., on “The 
Mainspring of Management.” He was 
introduced by W. D. Owens, vice-presi- 
dent of Lamar Life and a director of 
the bureau. 




















Stiehm Minneapolis President 

The Life Managers Association of 
Minneapolis at its annual meeting 
elected. Clarence Stiehm, Security Mu- 
tual, president; Falconer Thomas, Phoe- 
nix Mutual, vice-president; Wallace 
Loring, Metropolitan, secretary. Direc- 
tors are Burton Vessey, Provident Mu- 
tual; A. B. Duellman, John Hancock, and 
Louis Gross, State Mutual. 

The association decided to get behind 
the Minneapolis Life Underwriters As- 
sociation in trying to land the 1942 na- 
tional meeting for Minneapolis. 








Pay $129,960 Annuity Tax 


JACKSON, MISS.—C. M. Craig, state 
tax collector, has announced the collec- 
tion of $129,960 from 16 life companies 
in settlement of the state’s claims for 
payment of a 2 percent tax on annuity 
premiums collected between 1932 and 
1940. . 


NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 
New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem.” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Boston Company’s 
New 3% Rates 


Columbian National Life is one of the 
early non-participating companies to 
adopt the 3 percent reserve basis. In 
spite of this change, the increase in pre- 
mium is surprisingly moderate and the 
new premiums still compare favorably 
with those charged by a number of 3% 
percent non-par companies. When the 
larger 3 percent cash value is taken into 
consideration, at frequent points the net 
cost of a contract surrendered at the 
end of 20 years will be lower than under 
the old set-up. 

When making this change, the com- 
pany supplanted the old ordinary life 
plan with an endowment at 85 and a 
preferred risk whole life policy called 
the Puritan. It also revised settlement 
options in conformity with the current 
trend, and adopted the new standard 
table for annuity rates. The new pre- 
miums on the more important forms 
are shown in this table: 


Rates Per $1,000 (Non-Par.) 
Amer. Exp. 3% (A) 


20 20 +Min- duc- 

*Puri- End. Pay Yr. ute tive 

Age tan Age8s5 Life End. Man Period 

10.. .$11.95 $12.39 $20.26 $44.39 
-e- 13.05 13.81 22.03 


15 44.56 $10.44 
16. 13.30 14.11 22.43 44.58 10.57 
17 13.55 14.43 22.83 44.60 10.71 
18 13.83 14.76 23.25 44.63 10.85 
19 14.11 15.11 23.68 11.01 


46 f 

34.36 36.90 44.14 51.19 .:.. 26.72 
49... 37.87 40.02 46.69 52.73 30.27 
50... 38.99 41.73 48.06 53.61 .... 32.45 


60... 61.81 65.88 67.09 68.39 .... 


2, 

+$1,000 to age 58. Thereafter, same 
premium, $500 insurance; increased pre- 
mium, $1,000; increased premium, 10 year 
endowment; increased premium, deferred 
annuity. Minimum $5,000. 


(A) Term to age 65; paid up at age 





John Hancock Increases 
Some Annuity Rates 





John Hancock Mutual Life has an- 
nounced increases in the scales of con- 
siderations for single premium annui- 
ties and group annuities which results 
from reduction of the interest assump- 
tion from 3 percent to 2% percent for 
these contracts. The changed annuity 
rates affecting immediate, refund, in- 
stallment refund and joint and surviv- 
orship annuities, result in varying 
decreases in the amount of annuity in- 
come purchased at various ages and on 
various plans. The changes are effec- 
tive March 1. 


60; convertible to age 55. Minimum 
$2,500. 
(D) (E) End. 
(B) (C) Fam. End. Ann. 
Mod- Low Ine. Ann. Age60 (F) 


fied Cost 20:Yr.Age65 Fe- 5Yr. 
Ape Life Life Rider Male male Term 


ooee $17.77 =... . $16.80 $22.16 ... 

15...$ 7.67 19.34 coe -34 26.09 $ 7.67 
16.. 7.78 19.69 eee 19.93 27.00 7.7 
17.. 7.88 20.06 +++ 20.55 27.95 7.88 
18.. 7.99 20.45 sos Geld gece ‘too 
19.. 8.09 R eee 21.88 30.02 8.09 
20... 8.20 21.27$ 4.61 22.60 31.15 8.19 
21.. 8.32 21.68 4.67 23.33 32.31 8.28 
22... 8.47 22.10 4.72 24.10 33.55 8.35 
23... 8.69 22.54 4.77 24.92 34.86 8.40 
24... 8.92 22.99 4.84 25.79 36.26 8.45 
25.. 9.17 23.46 4.91 26.71 37.76 8.51 
26.. 9.43 23.97 4.99 27.69 39.35 8.57 
27. 9.71 24.49 5.09 28.74 41.07 8.63 
28 10.00 25.04 5.20 29.78 42.78 8.70 
29 10.31 25.61 5.31 30.96 44.75 8.77 
30 10.64 26.21 5.44 32.22 46.85 8.85 
31 10.97 26.79 5.63 33.54 49.09 8.93 
32 11.31 27.40 5.85 34.95 51.51 9.04 
33 11.68 28.05 6.10 36.46 54.13 9.18 
34 12.08 28.73 6.39 38.09 56.98 9.35 
35 12.49 29.42 6.74 39.83 60.06 9.55 
36 12.96 30.22 7.16 41.77 63.51 9.79 
37 13.46 31.04 7.66 43.86 67.27 10.07 
38... 13.99 31.90 8.23 45.97 71.12 10.39 
39... 14.54 32.78 8.87 48.388 75.63 10 

40 15.12 33.72 9.57 51.02 80.63 11.18 


41... 15.74 34.68 10.31 53.87 84.88 11.65 


ee . R é 60.16 97.28 
44... 17.80 37.81 12.84 63.89104.91 13.45 
45... 18.58 38.98 13.81 68.01 113.88 14.19 
46... 19.39 40.17 14.87 71.46122.97 15.02 
47... 20.25 41.42 16.02 76.41 134.44 15.93 
21.17 42.72 17.28 81.60146.25 16.92 


49... 22.15 44.11 18.65 87.82 161.99 18.00 
50... 23.18 45.56 20.14 94.88179.80 19.17 
51... 24.29 47.10 . 102.49 .... 20.48 
52... 25.47 48.72 ....111.82 .... 21.94 
53... 26.73 50.43 ....121.33 .... 23.55 
54... 28.07 52.24 134.02 .... 25.29 

5... 29.51 54.16 148.35 27.18 


Be s5 OE OD. Saeec Soae ions 
iiss) Kaee OUEOe ssies “Sena. Soeadl shes 

(B) Premium doubles after 5 years, 
ages 20-60; slightly less than double, 
ages 15-19. Minimum $2,000. 

(C) End of 20 years, option of ap- 
proximate 70% premium reduction; con- 
tinue same premium to pay-up or ma- 
ture policy. 

(D) Premium payable for 15 years; 
$10 monthly income 20 years from date 
of issue. May be attached to all but 
5 and 10 year term. 

(E) $1,000 insurance or cash value, if 
greater. At maturity, $10 monthly life 
income, 120 months certain. Maturity 
cash value: male, age 65, $1,522; female, 
age 60, $1,894. 

(F) Renewable; convertible at any 
time. Minimum $2,000. 


Limits Single Premium Forms 


London Life is continuing the 1940 
dividend schedule for 1941. It is dis- 
continuing all single premium endow- 
ments of less than 20 year periods. Pre- 
miums are revised on all other non- 
participating single premium plans. 
Herewith are given some samples of the 
new rates: 





Age25 Age35 Age 4 


Whole ite... 065... 0% $307 $386 $48 
20 — endowment. 594 600 618 
Endowment age 60. 410 531 Mae 
Endowment age 65. 371 477 618 


Oe 


Liberalizes Non-Medical Rules 


Life & Casualty, having had a satisfac- 
tory experience with non-medical, is lib- 
eralizing the amount it will accept on 
that basis. It plans to make further ex- 
tension in amounts if future experience 
justifies it, 

Hereafter, agents qualified to write 
non-medical will be required to submit 
all applications on a non-medical basis 
ages 5-35 inclusive and for amounts of 
$2,000 or less. Applications for payor 
insurance in connection with juvenile 
policies must be submitted non-medically 
on the regular juvenile application form 
for ages up to 35 inclusive and for 
amounts up to $2,000. Applications for 
married women or from widows or di- 
vorcees will not be considered on a non- 
medical basis. Waiver of premium dis- 
ability and double indemnity may be 
applied for on a non-medical basis pro- 
vided the applicant is otherwise eligible 
on non-niedical basis. 

If non-medical up to $2,000 has been 











issued, future non-medical on that risk — 
will not be considered for a period of one 
year from the date of the last applica- 
tion. Applicants will be eligible at in- 
tervals of one year to apply for non- 
medical of $2,000 or less until they have 
attained age 35 inclusive. 


State Mutual 
Revises Dividends 


While the 1941 dividend schedule for 
State Mutual Life shows a general re- 
duction, there are numerous cases where 
the dividend paid this year will be 
higher than if the 1940 schedule had 
been continued. The reduction is more 
pronounced on the higher premium 
forms where the effect of lowered in- 
terest earnings is more apparent. The 
total dividends over a 20-year period 
on the new scale amount to $105.01 as 
compared with $107.90 on the old sched- 
ule for age 35, ordinary life; 20-payment 
life, $110.25 for the new and $129.89 for 
the old; 20-year endowment, $117.47 for 
the new and $160.42 for the old. These 
figures show how rapidly the difference 
climbs with the increase in importance 
of the reserve element. 


Whole Life 
Age * 25 35 40 


q 





a 
“no 
en 











$ $ $ 
Pre. 16.31 20.14 26.35 30.94 37.08 56.93 
1... 3.04 3.41 4.02 4.22 4.22 5.27 
2... 3.09 3.51 4.12 4.381 4.34 5.62 
3... 3.16 3.63 4.19 4.40 4.48 5.94 
4... 3.25 3.75 4.30 4.51 4.62 6.28 
5... 3.85 3.88 4.42 4.62 4.79 6.60 
6... 3.49 4.02 4.52 4.74 4.98 6.92 
7... 3.63 4.17 4.63 4.86 5.19 7.25 
8.. 3.80 4.34 4.74 5.02 5.42 7.59 
9.. 3.95 4.51 4.88 5.19 5.69 7.92 
10... 4.09 4.68 5.02 5.39 5.98 8.29 
11... 4.20 4.78 5.19 5.61 6.30 8.69 
12... 4.31 4.89 5.39 5.86 6,62 9.13 
13... 4.40 4.99 5.61 6.13 6.95 9.60 
14.. 4.49 5.12 5.86 6.45 7.30 10.08 
15.. 4.60 5.22 6.14 6.79 7.65 10.55 
16... 4.68 5.81 6.23 6.88 7.72 10.82 
17... 4.77 65.89 6.81 6.97 7.82 11.08 
18... 4.85 5.46 6.39 17.06 7.93 11.32 
19... 4.94 5.53 6.48 7.15 8.01 11.55 
20... 5.03 5.62 6.57 7.23 8.14 11.76 


20 Payment Life 


Pre. 25.69 29.90 36.00 40.17 45.53 62.55 
1... 3.14 3.52 7% cas 4.30 5.33 


4 -54 z 

10... 4.38 4.93 65.27 65.62 6.20 8.45 

15... 4.98 5.57 6.48 7.12 7.95 10.57 

20. 5. 7.04 

Tot. 20 

Yrs. 86.89 97.58 110.25 118.49 128.88 171.90 

20 Year Endowment 

Pre. 46.62 47.52 49.32 51.03 63.84 66.15 

3.37 3.71 4.26 4.44 87 


Tot. 20 
Yrs. 99.63 107.21 117.47 124.42 133.62 172.00 
Retirement Income at 65—Male 











Pre. 22.10 29.63 43.09 54.28 71.33 156.48 
Lice, ae Gob 449. €47 “@57 6.81 
5... 3.46 4.04 4.69 6.01 5.35 8.22 

10... 4.26 4.91 5.44 5.96 6.84 13.41 

16... 4.88 665 6.73 T6282 9.04 .».. 

20,... 030 GOS 7.59 8.89 12.47 .,.. 

Tot. 20 

Yrs. 84.66 97.39 114.13 126.78 151.31 90.26* 


Retirement Income at 60—Female 
Pre. 28.44 40.24 62.79 83.10 117.35 
1... 3.17 3.62 4.39 4.76 5.05 
> R 7.42 a 
Beecs- GOO GOS 20:20 THIS 2 ees osc 
Tot. 20 
Yrs. 88.54 103.25 129.56 160.44 126.19* .... 
*Total dividend to maturity. 





Adopts New Standard Table 


The new standard annuity table has 
— adopted by Continental American 
Life. 





Durham Life Increases Rates 


The Durham Life has announced a 
general premium increase, excluding its 
special ordinary life which remains un- 
changed. The increase on 20-payment 
life ranges from 8 cents at age 10 to 45 
cents at age 35, with no change ages 
56-60; endowment age 85 increased 46 
cents at age 10 decreasing to a 30 cent 
increase at 60; the 20-year endowment 
increase ranges from 71 cents at 10, to 
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58 cents age 35, to $2.08 age 60. New 
rates at sample’ ages are shown below. 





End. 20 15 20 End. End. 

Age Pay Yr. Yr. Age Age 
Age Life End. 5 
10.. $12 "42 $19. 30 $58. 95 $42. 10 er 94 $12.87 
15. 13.7 21.14 59.07 42.2 16.00 47 
20 15.20 23.05 59.29 ret 18.73 16.71 
25 17.09 25.05 59.438 42.68 22.27 19.54 
3 19.54 27.50 59.65 43.02 27.20 23.40 
35 22.73 30.64 60.20 43.81 34.29 28.72 
40 27.03 34.72 61.383 45.30 45.30 36.52 
45 32.87 39.85 63.32 47.84 63.32 47.84 
50 40.85 46.42 66.59 51.97 -36 66.59 
55, 51.68 54.98 71.82 58.68 102.28 
60 66.89 67.56 80.02 69.48 Pee: 
Ohio State Announces Its 
New Nonpar Rates 


Ohio State Life is distributing to its 
field force rate book inserts showing the 
new non-participating premium rates on 
3 percent reserve basis, which went into 
effect Jan. 1. Illustrative rates on the 
new scale for a number of more popular 
forms are: 

Premium Rates Per $1,000 


Pref. 20 Life 

Ord. Risk 20 Yr. ai 4 eR 
Age Life O.L. Pay End 
20.. ‘sit. 66 $14.17 oe is 90 sis. cr * 3. a3 
25... 16.60 16.02 5.00 
30. 19:15 18.50 38:34 45:48 3134 i224 
85... 22.29 21.79 32.61 46.44 25.70 14.41 
40 26.77 26.10 36.90 48.11 32.28 17.49 
45 32.47 31.66 42.07 50.64 42.07 21.50 
50 39.87 39.02 48.42 54.56 57.72 27.44 
55 49.66 48.90 56.66 60.61 --- 36.06 
60 62.77 62.36 Wah. wee rer 

Life Ret. Ret 
B = 4 bg - bi =_— an Bey - 


Age t 60 
20.. 6 ‘ #34 tt $27. % sit, $2 $34. rr $36. 31 
le 28.17 20.76 42.99 31.83 
S05... 32° 39 3534 29.06 24.77 54.98 39.37 
35... 28.40 36.56 30.59 30.59 73.61 50.29 
40... 36.90 38.63 33.13 38.63 105.82 67.25 
45... 50.91 41.76 36.95 50.64167.53 94.83 
50. ooee 46.69 42.71 69.17 .... 1561.28 
BDise casero, ede Teepe ener 

Ret. End. End. 

Inc. at60 at65 -—Family Income— 
Age at65 20P. 20P. 20 Yr.15 Yr. 10 Yr. 
20.. .$20.86 $29.58 $27.37 $18.62 7 65 $16. 66 
25... 24.57 32.99 30.40 20.87 19.75 18.70 
30... 29.62 37.09 34.06 23.99 22°63 21.38 
35... 36.90 41.94 38.50 28.44 26.57 24.92 
40... 47.10 si 11 43.82 35.40 32.63 30.27 
45 62.58 50.64 45.26 41.07 37.51 
50 87.20 -.-- 59.382 52.90 47.46 
65... 187.47 coos GB.70 GL.56 
60 aieiete ae wae + Oeeee 

c——Term 9g EES, Life 
Age 5 Yr. 10 Yr. 20 Yr. 1 Yr. 2 Yr. Exp. 
20...$ 4.26 $ ath oh ee Sie ie 
25.. 4.41 37 11.35 
30.. 4.51 $96 5. of $50 a 54 12.90 
35.. 4.84 10.00 11.82 9.00 9.08 14.74 
40.. 5.64 12.13 15.05 10.36 10.48 17.74 
45.. 7.13 15.83 19.80 12.67 12.91 21.81 
50.. 9.50 21.59 27.82 16.63 17.00 27.97 
= ; a 30.89 . 22.90 23.55 37.36 





Carolina Life Makes Changes 


The new rate book of Carolina Life, 
effective Jan. 1, includes a rate increase 
on some contracts and the discontinu- 
ance of the $500 intermediate depart- 
ment. In October, the company began 
the issuance of retirement income 60 
and 65 on male lives. Rates at sample 


ages on the new rate schedule are 
shown below. 
Guar 
20P. Acci. 
End. End. 20P. 20 Yr. End. 
Age Age 85 Age 85 Life End. Age 60 
10 er ceeaee $11.96 $19.62 $2 pt $42.22 $14.36 
1 ga 13.08 21.01 27.4 42.44 16.36 
20 bien 14.58 22.78 39:69 42.63 18.92 
Re 16.47 24.93 32.43 42.92 22.38 
30 Cecates 18.91 27.54 35.73 43.37 27.45 
Oc s te ae 2.11 30.72 39.53 44.11 34.16 
BU <n ely 26.36 34.71 44.14 45.37 Jie 
45 Ke aitared 32.13 39.66 49.84 47.67 
DOs estou cg 40.T1 46.24 57.06 51.60 
ee 0.97 55.50 cow GOB.3E 
| ere 65.98 68.31 pad 








Holloway Dayton A. & H. Chief 


DAYTON, O.—Frank C. Holloway, 
general agent Berkshire Life and Sun 
Indemnity, was elected president of the 
Dayton Accident and Health Associa- 
tion at. its annual meeting. 

J. L. Goetz, Travelers, and E. R. Noe, 
Business Men’s Assurance, were elected 
vice-presidents; Emerson Davis, Mutual 
Benefit Health & Accident, the retiring 
president, becomes secretary-treasurer, 
and C. F, Harroll, Inter-Ocean Casualty, 
chairman of the executive committee. 

Mr. Holloway also is president of the 
Dayton Life Insurance Managers Asso- 
ciation. 





AS SEEN FROM CHICAGO 





CELEBRATES 30TH ANNIVERSARY 


Stuart R. Plattenburg celebrated his 
30th year with the Cook county and Illi- 
nois branch of Travelers, Chicago, on 
Friday. He served for one year as as- 
sistant cashier and for the other 29 as 
cashier in charge of personnel and office 
management. A native of Columbus, O., 
his connection with Travelers has been 
his only insurance experience. He re- 
ceived flowers and congratulations from 
the entire office force, the full-time sales- 
men and the cashiers and claim depart- 
meni. 





HEWITT AND KLUSS OPEN OFFICE 

Charles L. Kluss and Edwin S. 
Hewitt are opening an independent life 
insurance office on the 40th floor of the 
Board of Trade building, Chicago, as 
Edwin S. Hewitt & Associates. 

Mr. Hewitt has been in life insurance 
for 12 years, starting in the home office 
of the Northwestern Mutual in the 
option settlement division, later going 
into the field for five years. In 1934 
he went to the home office of the Con- 
necticut Mutual ‘as agency assistant. 
He became agency supervisor in charge 
of full time salesmen of the C. J. Zim- 
merman agency in Chicago in 1937 and 
in 1939 was appointed agency manager. 
In 1939 he was presented a joint award 
for the most outstanding organization 
job accomplished by the 200 supervisors 
of his company. Mr. Hewitt became a 
C. L. U. in 1937. He is a graduate of 
Grinnell College. 

Mr. Hewitt is a son of the late Judge 
James P. Hewitt, former president Na- 
tional Life of Des Moines. 

Mr. Kluss was recruited for the life 
insurance business by Mr. Hewitt in 
1938, resigning as vice-president of a 
Chicago investment firm to become 
associated with the Zimmerman agency. 
Mr. Kluss paid for over $500,000 in each 
of his first two years in the business, 
to lead the Zimmerman agency both in 
1939 and 1940. He is a University of 
Iowa graduate. 

Both Mr. Hewitt and Mr. Kluss have 
been on the programs at National Asso- 
ciation of Life Underwriters conven- 
tions. At Houston in 1938 Mr. Hewitt 
and his wife, Olivia Orth Hewitt, staged 
“An Interview with Snow White” and 
Mr. Hewitt spoke at the supervisor’s 
session in St. Louis. Mr. Kluss spoke 
as co-chairman of the programming 
seminar at the Philadelphia gathering 
last fall. He has also addressed several 
local associations. 





MEDARIS NOW IN PRODUCTION 


D. A. Medaris, who for a number of 
years has headed the brokerage depart- 
ment of the W. M. Houze general 
agency of John Hancock Mutual Life 
in Chicago, has returned to personal 
production in the agency. General 
Agent Houze for the time being is _di- 
recting the brokerage department. His 
son, W. M., Jr., for some time has been 
an assistant in the department and is 
well known among the other Chicago 
life men and general insurance agents 
and brokers. Mr. Medaris was put into 
the business by Mr. Houze at Indianap- 
olis, being an agent there for some 
time, then going to the Pacific Coast 
with John Hancock, stationed at Los 
Angeles, before rejoining Mr. Houze in 
Chicago. 





BEESLEY SUCCEEDS ECHOLS 


William M. Echols, cashier in charge 
of the Chicago collection and service 
office of Equitable Society, has retired 
and has been succeeded by Joseph L. 
Beesley. Mr. Beesley was assigned 
from the New York City metropolitan 
cashier’s office in the home office build- 
ing where he has been connected for 
about three years. Prior to that he 
was cashier at Syracuse, N. Y., for five 
years and before that was cashier at 
Phoenix, Ariz., for a number of years. 
He is a Hoosier and was graduated 
from DePauw University. Mr. Beesley 


upon his arrival in Chicago was _ ten- 


dered a luncheon by the Chicago 
agency managers. 
Mr. Echols, who has served the 


Equitable as cashier for 16 years in 
Chicago and before that as Pittsburgh 
cashier for 10 years, has a service rec- 
ord of much longer than that with the 
company. He has gone for the winter 
to Orlando, Fla., where he has spent 
much of the time during the last two 
months due to ill health. Sam Henchie, 
assistant cashier, continues in Chicago. 





SHARP INCREASE FOR KLEIN 


The A. R. Klein agency of the Home 
Life of New York in Chicago completed 
its second full year with a 47 percent 
increase in December. It finished 15th 
in the company and is starting 1941 with 
bright prospects for an outstanding 
year. Two members qualified for the 
President’s Club and will attend the 
Home Life’s 80th anniversary celebra- 
tion in Hollywood Beach, Fla., Jan. 19- 
23. Mr. Klein will attend the general 
agents’ meeting there at the same time. 





INSURANCE DIVISION TOPS QUOTA 


The insurance division of the Chicago 
Community Fund has reached its quota 
of $85,000 and will go over this by a 
small amount, S. A. Rothermel, Moore, 
Case, Lyman & Hubbard, the chairman, 
reported. Mr. Rothermel expressed his 
thanks and those of the vice-chairman to 
the insurance fraternity for its support 
of the campaign, and particularly to the 
workers who volunteered and gave their 
time in raising the money. 





HALL & ELLIS ARE NAMED 


Hall & Ellis have been appointed 
mortgage loan correspondents for New 
England Mutual Life for Chicago and 
vicinity. The firm will originate new 
mortgages, renew existing mortgages 
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and service all loans. E. G. Krumrine & 
Co. continues to represent New England 
Mutual as mortgage loan correspondent 
in the field of new loan applications only. 





KIRCHBERG BROKERAGE HEAD 


Anton J. Kirchberg, who has been 
connected with Connecticut General 
since 1932, has been appointed manager 
of the brokerage department in Chi- 
cago. He succeeds George R. Robson 
who h.s joined Continental Assurance 
as resident vice-president in Chicago. 

Mr. Kirchberg formerly was in the 
securities business, associated with 
Field, Glore & Co. in Chicago. Byron 
Reed and Miss Evelyn Halversen con- 
tinue as associates in the brokerage 


department. 





HOBART & OATES ANNIVERSARY 

Ralph H. Hobart and J. F. Oates, 
general agents for Northwestern Mu- 
tual Life, Chicago, celebrated their 30th 
anniversary with the company on Fri- 
day. With the exception of P. G. Teeple, 
who is general agent for the Michigan 
northern peninsula, Mr. Hobart and Mr. 
Oates have the oldest in point of service 
of the 85 general agencies that North- 
western Mutual Life has in the United 
States. The 82 members of the sales 
force met in the office and presented 
Mr. Hobart and Mr. Oates with a signed 
inscription congratulating the men on 
their long standing partnership. 





CURRY HEADS SUPERVISORS 


Robert J. Curry, assistant general 
agent Aetna Life, Chicago, was named 
president of the Life Agency Supervisors 
Club at a meeting Thursday, to serve 
the unexpired term of George Huth, who 
Jan. 1 became Provident Mutual general 
agent in Chicago. Mr. Curry was vice- 
president. A forum on “Recruiting” was 
held. C. E. Lindstrom, assistant man- 
ager Travelers, spoke on “What Part 
the Assistant Manager Should Play”; 
D. M. Phipps, Parsons agency Mutual 
Benefit, on “Developing ‘Centers of In- 
fluence,” and M. A. Feuer, Lustgarten 
agency Equitable Society, on “Methods 
of Recruiting.” 





ARE COUNTING THE COST 


Some of the offices in Chicago are 
beginning to count the cost and are 
making a closer analysis of agency ex- 
pense, seeking to find what returns, if 
any, are gotten by certain lines of pro- 
cedure. For instance, head offices of 
some of the companies have been put- 
ting more pressure on recruiting. Yet 
when the outlay is analyzed and the re- 
sults counted an agency may find itself 
“in the red” This is due to the fact 
that out of a certain number of re- 
cruits only a very few are able to make 
the grade. This has caused these offices 
to be more selective in the first place 
and then give intensive cultivation there- 
after. They have reached the conclusion 
that it pays to start fewer men and 
train them more effectively. 

One agency, for example, has found 
that it does not pay to start in young 
college men who have had no business 
training. So far as this office is con- 
cerned, its experience has not been fa- 
vorable. It has reached the conclusion 
that men of this type require three or 
four years of business experience before 
starting in life insurance salesmanship, 
which is a highly specialized and dif- 
ficult line. Another smaller office de- 
pends largely on the general agent him- 
self doing much personal work and be- 
cause his company does not insist on 
much recruiting he has adopted the sys- 
tem of putting on one new man a year 
and giving him his personal attention. 
This general agent has found that if he 
can give his own men personal cultiva- 
tion not only when they start but right 
along he is getting the best results. 





Ernest C. Hoy, Chicago manager Sun 
Life of Canada, is at the home office in 
Montreal for a managers conference. 


Just the thing to convince hard boiled 
prospects—“24 Men in 24 Years.” Order 
8 once for $1 from National Under- 
writer. 





NEWS OF LIFE ASSOCIATIONS 





Holcombe and Woodson at 
Richmond Congress 


RICHMOND, VA.—More than 350 
attended the sales congress sponsored 
by the Richmond Association of Life 
Underwriters and the Life Agency 
Managers. It was the largest meeting 
of its kind ever held in Richmond. Life 
men irom many parts of Virginia were 
present. 

Discussions were led by John M. 
Holcombe, Jr., manager Sales Research 
Bureau, and B. N. Woodson, director 
of service, on improving prospecting, 
selling and personal efficiency. Special 
emphasis was laid on the importance of 
time control and cultivating the work 
habit. Mr. Holcombe was introduced 
by Bradford H. Walker, president Life 
of Virginia. R. V. Hatcher, vice-prési- 
dent Atlantic Life, introduced Mr. 
Woodson. 


Diggs Extends Welcome 


Welcome was extended by G. W. 
Diggs, general agent Penn Mutual, 
president Life Agency Managers, and 
by Eldon D. Wilson, manager Mutual 
Life of New York, substituting for 
H. D. Goldman, president Richmond 
association. Spiller Hicks, general 
agent, Provident Mutual, was general 
chairman. Chairman of the reception 
committee was N. D. Sills, retired man- 
ager Sun Life of Canada and a past 
president of the National association. 

A humorous skit was staged by H. 
D. Krafft, general agent Provident Mu- 


tual, Washington, D. C., and Dr. 
Dwight T. Scott, Mutual Benefit, 
Washington. Dr. Scott, as a refugee 


doctor from Vienna, defined prospecto- 
phobia, prospectonemia, chronic servi- 
citis, chronic officitis, cervicocitis, pros- 
pecto-sclerosis and similar terms. He 
defined chronic officitis as a disease 
which is likely to result in the agent 
being kicked out of the office. 





Minnesota Speakers Announced 


MINNEAPOLIS — “A Permanent 
Program for Underwriters’ Compensa- 
tion” will be discussed by Col. C. B. 
Robbins, manager American Life Con- 
vention, at the mid-year educational 
conference of the Minnesota Associa- 
tion of Life Underwriters here, Jan. 23. 

Harry Wright, president National 
association, will talk on association 
progress. 

Herbert Hedges, Equitable Life of 
Iowa general agent, Kansas City, trus- 
tee National association, will talk on 
“Piddlers, Peddlers and Salesmen.” L 
M. Buckley, New England Mutual, past 
president of the Chicago association, 
will discuss “The Sand in the Hour 
Glass.” 





Cancel Congress to Avoid Conflict 


The annual spring sales congress of 
the Kansas City, Mo., Life Underwrit- 
ers Association originally set for March 
has been postponed until later in the 
year to avoid conflict with the National 
association’s mid-year meeting in Wich- 
ita March 27-29. 





Jackson, Miss.—Cecil Woods, president 
Volunteer State Life spoke on “Business 
Outlook in 1941.” 

Kalamazoo, Mich.—A newspaper ad- 
vertising campaign has been launched 
under direction of President W. G. 
Kelley, Metropolitan Life. A member- 
ship drive also was started with a goal 
of 100 members among the 244 licensed 
agents in the city. Present membership 
is about 50. 

Lansing, Mich.—T. J. Bailey, Jr., at- 
torney and certified public accountant, 
spoke on “Cooperation Between Ac- 
countants, Attorneys and Life Under- 
writers.” Mr. Bailey is tax expert for 
the accounting firm of Jerome & Harris. 

Northern New Jersey—Paul Speicher, 
R. & R. Service, will speak at a lunch- 
eon meeting in Newark Jan. 15 on “Our 
Job in °41.” 


Conscription, War Are Not 
Expected to Cut Sales 


Little effect upon sale of life insur- 
ance in this country is anticipated by 
H. E. Davis, Union Central Life, New 
York City, from conscription and even 
war, if it comes, he told the Hartford 
Life Underwriters Association. Life 
insurance is being sold normally in 
Canada and the British Isles. He 
quoted a cablegram received from the 
London manager of Canada Life which 
stated gross new business of all types 
was 96 percent of the volume last year 
at the same date, in spite of restriction 
of plans and competition of many com- 
panies giving generous war cover. 

Life insurance selling even under war 
difficulties, he said, is 90 percent mental 
attitude. “It isn’t what we say to our 
prospects that sells them. It’s the as- 
surance and the confidence that we 
have in our business and the great 
benefits it confers on all those who are 
wise enough to use it. Military train- 
ing or no military training, war or no 
war, life is a mystery. So long as that 
is so, life insurance will be a necessity 
and neither war nor politics nor pesti- 
lence can make it any less so.” 

He cited the experience of life in- 
surance in this country during the last 
war. He said that about 21% billions 
was in force in 1914 and new business 
written that year was $3,098,999,804. 
The next year when war in Europe was 
well under way more than $3,250,000,- 
000 was sold in the United States and 
production increased at a more rapid 
pace so that in 1917, when the United 
States entered war, more than $4,500,- 
000,000 was sold. There were further 
increases in 1918 and 1919, annual pro- 
duction climbing then to $7,000,000,000, 
and total in force to about 36 billions. 

Mr. Davis discussed the soldiers’ and 
sailors’ civil relief act relating to life 
insurance. 





Pittsburgh—President John E. Davis, 
Massachusetts Mutual, made three talks 
before branches of the association this 
week, at Washington, Pa. Jan. 8; 
Rochester, Jan. 9, and Butler, Jan. 10. 

Jacksonville, I1l.—Plans for an adver- 
tising campaign to be carried out 
through local newspapers and to be 
available to all affiliated agents were 
discussed, at the monthly meeting. A 
program of Christmas music was given 
by the high school choir led by Miss 
Lena Hopper. Ralph I. Dunlap is sec- 
retary. 


San Franciseco—C. C. Day, Oklahoma 
general agent Pacific Mutual Life, ad- 
dressed a special meeting on “The Sales 
Track.” 

New Brunswick, Can.—W. R. Wake- 
field has been elected president succeed- 
ing R. J. Coy, resigned. G. M. Butler, 
vice-president, and W. J. Round, secre- 
tary-treasurer. 

Niagara Falls, Ont.—Miss Laura Hyatt, 
Mutual Life of Canada, was elected 
president, the first woman to hold that 
office. Percy Haine is vice-president; 
S. A. Mooney, secretary, and J. A. Scott, 
treasurer. 

Ottawa, Ont.—F. K. Williams, Pruden- 
tial, was elected president; W. O. Wil- 
liams, Travelers, first vice-president, 
and N. O. Haugh, Metropolitan Life, 
second vice-president. New executive 
members include R. S. Grundy, London 
Life; C. B. Schmuck, Equitable Life; F. 
W. Berry, Sun Life; J. A. Gallichan, 
Manufacturers Life; A. D. Poster, Na- 
tional Life; W. H. Scrivens, North Amer- 
ican Life, and A. Del. Panet, Great-West 
Life. 

Madison, Wis.—The annual member- 
ship drive was launched at a breakfast 
meeting. Robert Larson, membership 
chairman, introduced Nathan Spector 
and Louis Schmitt of Madison and 
Walter Filler, La Crosse, who contrib- 
uted successful sales ideas. 

“Not mere knowledge, but conviction 
that life insurance is the finest type of 
property available today is essential to 
an underwriter,” F. C. Hughes, president 
Milwaukee association, declared. “Your 
local association contributes the occa- 
sional lift that is necessary to the sales- 


man, and through your cooperative ef. : 
forts is presented state and nationa] | 
legislation benefiting your millions of 


policyholders in the United States.” 


C. W. Tomlinson, chairman education _ 


committee, announced that C. L. U. study 


groups will be held each Monday with © 


James Neis and Earl E. Wheeler as in. 
structors. 


Emporia, Kan.—Captain J. J. Donnel- 
lan, Pacific Mutual, former president and | 


national committeeman, left with his 
national guard company for Camp Rob- 
inson, Ark. Harold Lunsford, genera) 
agent Farmers & Bankers, has been 
named national committeeman to suc- 
ceed him. 

Saskatoon, Sask.—W. B. MacDonald has 
been elected president; F. C. Hill, vice- 
president, and W. J. Young, secretary. 

Springfield, I11.—The initial “associa- 
tion day” breakfast was held last week 
with more than 60 in attendance. There 
was no guest speaker, but remarks were 
made by several officials and members, 

Boston—George H. Harris, public re- 
lations officers Sun Life of Canada, will 
speak Jan. 16 on “Life Insurance in this 
Changing World.” 

Hutchinson, Kan.—Plans for the Na- 
tional association mid-year meeting in 
Wichita March 27-29 were announced by 
G. C. Glascock, Ohio National, secretary- 
treasurer Kansas association. 

Wichita, Kan.—J. E. Conklin, Hutchin- 
son, president Kansas association, spoke 
on “The Showmanship of Salesmanship.” 
“Let’s not sell life insurance but ideas,” 
he urged. 

Virgil Davis, Farmers & Bankers, was 
named national committeeman for a 
three-year term. 

Mr. Conklin announced that the Kan- 
sas association is ready to give the 
Wichita association every help in plan- 
ning the National association mid-year 
meeting. He held a conference with 
President Wm. Nicholls, Jr.; Lee Wand- 
ling, general chairman; Bert A. Hedges, 
publicity chairman; and Harold Luns- 
ford, of the Emporia association. 

Allen-Neosho County, Kan.—The Jan- 
uary meeting was held in Iola. Tribute 
was paid Terril Honn, United Benefit 
Life, a charter member who died last 
month. 

Grand Rapids, Mich.—Nobel 
assistant vice-president Detroit Trust 
Co., spoke on “Good Faith.” He is 
chairman of the public relations com- 
mittee of the Michigan Bankers Asso- 
ciation. 

Baltimore—J. F. Johns, superintendent 
of agencies Reliance Life, spoke Jan. 9 
on “The Challenge of 1941.” 

Cincinnati—H. I. Davis, general agent 
Massachusetts Mutual, Atlanta, will 
speak Jan. 16. 


AGENCY NEWS 











Thompson & Taintor Agency 
Celebrates at Victory Dinner 


In recognition of having led the Con- 
necticut Mutual Life in paid for new 
business in December, 25 agents and 
guests of the Thompson & Taintor 
agency, Hartford, held a victory dinner 
given by John H. Thompson, general 
agent. F. O. Lyter, assistant super- 
intendent of agencies, spoke and William 
L. Camp III, editor of “ConMuTopics,” 
was a guest. : 

Mr. Thompson announced that his 
agency had finished the year in third 
place with $3,100,000, paid business, @ 
22 percent increase. This, together with 
nearly $500,000 in various types of an- 
nuities, gave a total volume for the year 
of over $3,500,000. 

N. C. Taintor, a 32 year veteran, led 
the agency in 1940, with 146 percent of 
his quota, followed by Howell Freeman, 
129 percent; F. T. Fenn, Jr., 122; R. M. 
Lowry, 142; and E. T. Klenske. 

Five men in the agency paid for more 
than $200,000 each, Mr. Thompson 
stated. 

Mr Lyter pointed out that the Con- 
necticut Mutual Life’s 1940 production 
of $101,700,000 was the best in 10 years. 

Mr. Thompson is one of the Con- 
necticut Mutual’s oldest general agents, 
having been with the company since 
1897 and a general agent since 1901. 
He has been general agent at Hart- 
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ford since 1913. He left Monday for 
a trip to the Pacific Coast where he 
will visit his brother, Dr. James Thomp- 
son, a professor at the University of 


California. 


Honor Egerton in Raleigh 

A gold 25-year service pin was pre- 
sented to C. D. Egerton, Raleigh, N. 
C.,, manager of the Jefferson Standard 
Life, at a luncheon there by Vice-presi- 
dent Ralph Price. Agents in the 26 
eastern North Carolina counties which 
make up the Raleigh district also pre- 
sented Mr. Egerton a _ silver service 


tray. 


Buford at Richmond Dinner 


RICHMOND—P. C. Buford, presi- 
dent Shenandoah Life, and Worley 
Harr, vice-president, held a banquet 
for agents attending the Richmond 
sales congress. H. J. Brooks, Rich- 
mond manager, presided. 


Present Toledo, O., Awards 


Harry H. Hicks, recently appointed 
inspector of agencies of the New York 
Life with supervision over Ohio and 
Michigan, spoke at a luncheon of the 
Toledo, O., branch, at which R. A. 
Wesselmann, agency director, presented 
awards for 1940 achievements. ‘ 
Gardiner for the second successive year 
largest total sales volume. 
L. J. Haring was given the award of 











' “most valuable assdciate,” based on all- 
_ around agency performance. 
' won honors for insuring the most per- 


He also 


sons during the year. 





' Connolly Agency Gathers 


DES MOINES—The E. P. Connolly 
agency of the Penn Mutual Life at its 
meeting honored Edwin R. 
Brock, Des Moines, leading 1940 pro- 
Plans for 1941 were 





The W. J. Bristol agency of the Mid- 
land Mutual Life in Newark will honor 
Vice-president J. A. Hawkins with a 
luncheon Jan. 10. He will give a brief 
talk on the company’s plans for the cur- 
rent year. 





The annual meeting of the A. F. 


: Gillis agency of the Provident Mutual 


Life in Newark, at which officers of the 


: agency association will be elected, will 


be held Jan. 13. 

The Kansas agency of the Pacific Mu- 
tual is holding its annual meeting in 
Wichita Jan. 11 concluding with a dinner 
and dance in the evening. Wm. Nicholls, 
Jr., general agent, will be in charge. 








Stassen’s Insurance Proposals 


_ST. PAUL— Protection of laborers’ 
rights under workmen’s compensation, 
improvement of safety provisions for 
workmen and guarding against sabotage 
of property were among the recommen- 
dations made to the Minnesota legisla- 
ture in the message of Governor Stassen. 
_ With the conyening of the legislature 
insurance leaders from all parts of the 
State were summoned to a conference 
to discuss some of the more important 
insurance legislation that is on the 
horizon. 





PURE PROTECTION 


LOW COST 
LIFE INSURANCE 


Ordinary, Whole Life Policy Without 
Investment Features 
Life Insurance In Itself Is Inexpensive 
ESTIMATED AVERAGE ANNUAL COST 
AGE 40... $16.40 
PER $1,000.00 


33 Years of Dy Service to Policyhold 





_Interstate Reserve 
Life Insurance Company 


Ten East Pearson Street, Chicago 
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E. W. KELLY JOINS BENDER 


W. H. Bender, Jr., general agent Na- 
tional Life of Vermont, New York, has 
appointed E, W. Kelly manager of the 
brokerage department. Mr. Kelly pre- 
viously held the same position at the 
Freid agency of New England Mutual 
in New York. He entered the life insur- 
ance business in 1927 as a personal pro- 
ducer for Mutual Life after doing sales 
work in several other fields. Until 1934 
he was an agent for Mutual Life and 
Penn Mutual, in 1934 becoming a per- 
sonal producer of the Freid agency. He 
joined the brokerage department in 1936 
and later became its manager. He is 
widely known among New York City 
brokers, 


COLUMBIA’S SPRING COURSES 


Columbia University school of busi- 
ness has announced its spring schedule 
of evening courses in insurance. Insur- 
ance company investments, covering 
companies of all classes, will be given 
Thursdays 7:30 to 9:10 beginning Feb. 6 
by C. L. Parry, research associate Met- 
ropolitan Life. Milton Acker, manager 
compensation and liability department, 
National Bureau of Casualty & Surety 
Underwriters, will conduct the course on 
casualty insurance Tuesdays 7:30 to 
9:10, beginning Feb. 11. L. B. Hazzard, 
adjuster, will teach the course on adjust- 
ment of fire losses. This will run from 
7:00 to 8:40 Thursdays, beginning Feb. 
6. The fee for each course will be $25 
plus a single university fee of $5. 


HIRST TO TALK TO LAWYERS 


Albert Hirst, counsel New York State 
Life Underwriters Association, will 
speak on “Arrangements Involving Busi- 
ness Life Insurance,” Jan. 21 at 8:15 
p. m. in the Metropolitan Life audi- 
torium in the first of a series of five 
monthly lectures for lawyers. The series 
is sponsored by the New York City Life 
Underwriters Association. It is open 
to agents and to lawyers, no admission 
being charged. Benjamin Alk, Penn 
Mutual, is chairman of the committee 
in charge. 


READY FOR BIG N. Y. RALLIES 


Topics to be discussed by the four 
major speakers at the Jan. 14 “member- 
guest sales meeting” sponsored by the 
New York City Life Underwriters As- 
sociation are announced by Walter E. 
Barton, Union Central, treasurer of the 
National association and honorary chair- 
man of the meeting. 

The congress will be staged twice in 
the auditorium of the Manhattan Center, 
first in the afternoon and again in the 
evening. 

Grant Taggart, California - Western 
States Life, Cowley, Wyo., National as- 
sociation secretary, will speak on “Sales 
Philosophy from the Great Open 
Spaces.” ° 

The National association’s vice-presi- 


By R. B. MITCHELL 





Eubank Agency Plans 
Full-Time Organization 








G. A. EUBANK 


G. A. Eubank, manager of the Pru- 
dential agency at 40 Wall Street, New 
York, has announced plans for the for- 
mation of a full-time agency organiza- 
tion. This development is a part of the 
expansion program under which addi- 
tional facilities have also been provided 
in the brokerage department. R. E. 
Wilkins, who has been associated with 
the home office agency organization as 
supervisor of ordinary agencies in the 
metropolitan area, will be in charge of 
recruiting and training men. 

Mr. Wilkins has been affiliated with 
the life insurance business since gradu- 
ating from Colby College in 1920. He 
attended the Sales Research Bureau 
school of agency management in 1934 
and was awarded the C. L. U. designa- 
tion the same year. 

The downtown agency has not here- 
tofore made any stress on the develop- 
ment of a full time agency, but rather 
has concentrated on the development of 
business from so-called brokerage 
sources. It is the intention to continue 
this business, and, in fact, enlarge it 
along with the development of a full 
time agency business. 








dent, John A. Witherspoon, John Han- 
cock Mutual, Nashville, will talk on 
“Homes, Husbands and Hearses.” 

Harry T. Wright, Equitable Society 
Chicago, and president of the National 
association, will have for his sujbect, 
“Be Practical with Prospects.” 

Charles J. Zimmerman, Connecticut 








existence. 





HOME GUARD 


On many fronts abroad, democracy is fighting a desperate battle for 
Civilian populations are busy securing themselves against 
destruction from above, sabotage from within. 

Here on the Home front, engineers are helping to fashion family shelters 
of another kind. These will be proof against the shock of depression—the 
shattering calamity of sudden death—the stealthy sabotage of time. 


But the task is not easy. The engineer must warn of the danger, arouse 
_the desire for protection, draw the plans, and force construction. So here’s 
to the underwriter—Security Engineer and Home Guard extraordinary. 


Liberty National Life Insurance Company 


Birmingham, Alabama 
FRANK P. SAMFORD, President 























SUCCESS 
SECURITY 


Liberal Agency Contract... 
Build Your Own Agency... 
Diversified Policies...... 

Life, Accident and Health 





For contract and territory in Wis- 
consin, Illinois, Minnesota, Michigan 
or Indiana, address Agency Manager 


WISCONSIN NATIONAL 
LIFE INSURANCE COMPANY 


OSHKOSH, WISCONSIN 











Vig 
COMMONWEALTH LIFE 
EXPANSION PROGRAM 


OFFERS BETTER INCOME 


COMMONWEALTH LIFE has 
gained popularity with its hun- 
dreds of thousands of policy-hol- 
ders through real service. With 
this background and its intensi- 
fied development of its territory 
the campaign offers attractive 
opportunities to capable sales- 
men. Policies are issued from 
birth to the age of 70. Write 


WALTER S. SCHNEITER, 
Secretary of Agencies 


| Commonwealth Life 


INSURANCE COMPANY 
HOME OFFICE - LOUISVILLE, KY. 
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Mutual, Chicago, immediate past presi- 
dent of the National association, will 
talk on “The Opportunist Makes the 
Good Breaks.” 

Preceding the sessions will be 
luncheon for general agents, managers 
and superintendents of greater New 
York in the Hotel New Yorker. It will 
be under the sponsorship of the Na- 
tional association in cooperation with the 
New York City association, and the 
same four speakers will appear. 

Paul C. Sanborn, Connecticut Mutual, 
Boston, and national trustee, is presiding 
chairman at all the meetings. He has 
intimated the presence of a “surprise” 
speaker at each session. 





MUTUAL BENEFIT GAINS IN N. Y. 


Heads of the Mutual Benefit Life’s 
New York and Brooklyn agencies cele- 
brated the first anniversary of multiple 
agency operation in the metropolitan 
area by reporting a substantial gain in 
new business during 1940. At an anni- 
versary luncheon Monday Bill C. Thur- 
man, manager of the home office agency 
and assistant superintendent of agencies 
assigned to New York, cited an increase 
of 22 percent in paid business as an ob- 
vious gain from multiple agency opera- 
tion. The 1940 production of the four 
agencies exceeded $14,078,000. 

H. , Kenagy, superintendent of 
agencies, congratulated the agency heads 
and emphasized the increased opportu- 
nity for public service through multiple 
agency operation. 





KNIGHT AGENCY FIGURES 


_ The Charles B. Knight agency of Un- 
ion Central Life in New York City paid 
for $3,026,536 in December. This was 
the agency’s largest paid business for 
any month since May, 1935. Paid busi- 
ness for the year was $17,732,887. 





GOLDSTEIN AGENCY AHEAD 


The M. M. Goldstein general agency 
of Connecticut Mutual Life in New 
York showed an increase of 16 percent 
in paid production of life insurance and 
annuities over 1939. Since Mr. Gold- 
stein took over the agency in June, 1938, 
the office’s standing has gone from 35th 
place in Connecticut Mutual to third 
as of the end’ of 1940. 

Mr. Goldstein is also the founder of 
two affiliated‘ companies, the Estate An- 
alysis Company and the Pension Plan- 
ning Company. The former, established 
in 1934, has analyzed close to 1,000 es- 
tates in the last two and one-half years. 
All types of property as well as life in- 
surance are included in the analyses. In 
addition the company features an annual 
review service to keep its clients’ af- 
fairs up to date and to make adjustments 
in line with changes in financial and 
personal situations, laws, taxes, and 
other developments. 

The Pension Planning Company is the 
outgrowth of Mr. Goldstein’s work in 
the development of pension, bonus, and 
profit sharing plans. Mr. Goldstein and 
his affiliated actuarial consultants and 
staff have worked with some 45 organ- 
izations in various fields. Both of Mr. 
Goldstein’s companies operate on a fee 
basis only and neither sells insurance di- 
rectly or indirectly. They assist quali- 
fied brokers in the performance of this 
service and for the benefit of the bro- 
ker’s cliénts. 








Royer Agency Annual Meeting 


The J. M. Royer agency of the Penn 
Mutual Life in Chicago at its annual 
meeting presented an all-day program, 
with E. Paul Huttinger, agency secre- 
tary; Warner Haldiman, associate coun- 
sel, and W. J. Probst, manager prospect 
bureau at the home office, as the princi- 
pal speakers. 

The agency showed a 12 percent gain 
in paid life business in 1940 over 1939. 
Leaders in volume were E. H. Harrison, 
E. C. Hoelscher, Jr., Glenn D. Com- 
mons, C. A. Flitcraft and Robert Lotz. 

A dinner was given in the evening for 
agents and their wives. 


Mich. Commissioner 
Choice a Surprise 


(CONTINUED FROM PAGE 1) 


that Newell Johnson of Bemidji was his 
preference for the job, the governor 
sounded out the sentiment of his visitors 
on the advisability of going outside the 
business for a commissioner. He ques- 
tioned them particularly about their 
— on having an attorney for the 
job. 

The governor gave no indication as to 
when he would make the appointment. 
Commissioner Yetka’s term expires Feb. 
1 and Governor Stassen formally notified 
him the past week that he would not be 
reappointed. In doing so he compli- 
mented Mr. Yetka on the manner in 
which he has conducted the office the 
past six years. 





TEXAS LIFE COMMISSIONER 


Reuben Williams, who was appointed 
casualty commissioner of Texas last 
September, when 
R. G. Waters re- 
signed to enter 
company work, has 
been transferred to 
life commissioner 
and chairman of 
the board of insur- 
ance commissioners 
of Texas to succeed 
the late Walter C. 
Woodward. He will 
serve for a four- 
year term ending 
Feb. 10, 1945. He 
was a member of 
Governor O’Dan- 
iel’s secretarial staff during his first term 
and the past summer managed the gov- 
ernor’s campaign for a second term. 

J. P. Gibbs, head of the J. P. Gibbs 
& Co. local agency at Seguin, Tex., has 
been named casualty commissioner by 
Governor O’Daniel to succeed Mr. Wil- 
liams. 





Reuben Williams 


ILLINOIS CHOICE UNCERTAIN 


SPRINGFIELD, ILL.—Several per- 
sons have been mentioned for appoint- 
ment as director of insurance for Illinois 
under Dwight H. Green, governor-elect, 
who takes office Jan. 13, but the new 
chief executive has declined to indicate 
who his appointee will be. 

Justus L. Johnson, Aurora, clerk of 
the second district appellate court in Il- 
linois and nominee for secretary of state 
in the Nov. 5 election, has told close 
friends he wishes the post and has con- 
ferred with Green on the matter. He 
expresses the belief he will be named. 

Ernest Palmer, director under Gov- 
ernor Horner for almost eight years and 
ousted by Governor Stelle shortly after 
Horner’s death in October, also is being 
mentioned for return to the position. A 
Republican, despite the fact that he 
served during the Democratic adminis- 
tration, Mr. Palmer has told friends that 
he is merely “on a vacation.” Mr. and 
Mrs. Palmer are maintaining their resi- 
dence here. 

Alvin S. Keys, Springfield local agent, 
also is considered a strong possibility. 
He has been a close friend of the new 
governor for several years and was ac- 
tive in his behalf in the 1940 primary and 
election. 


Budinger Agency Leads 

The F. J. Budinger agency of Frank- 
lin Life in Chicago was the 1940 leader 
in paid-for business in the United 
States. The agency increased its pro- 
duction over 1939 by 18 percent and 
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moved from second place at the end of 
last year to first place early in 1940. Mr. 
Budinger started with Franklin Life in 
1923 and has been general agent since 
1929. In addition to operating the 
agency Mr. Budinger will appoint new 
general agents in the Chicago area dur- 
ing 1941. 





Three Chicago Agencies to Meet 


The three general agencies of Mu- 
tual Life of New York in Chicago will 
hold their annual all day meeting on 
Jan. 10 at the Blackstone hotel. There 
will be a morning and afternoon session, 
as well as a luncheon and a banquet 
in the evening. 

At the morning session, to be presided 
over by Manager Samuel Heifetz, G. 
H. Grundell, agency organizer of the 
Gifford T. Vermillion agency, will speak 
on “The Mutual Life Estate Coordi- 
nater”’; ‘C. M. Letton, agency organizer 
of the John R. Hastie agency, on “Mu- 
tual Life—the Roadway to Income”; H. 
J. Buckley, president of Buckley-De- 
ment Co., Chicago, on “Organizing Our- 
selves for 1941,” and Paul Speicher, 
managing editor of R. & R. Publica- 
tions, on “The Heart of a Sale.” 

Manager Gifford T. Vermillion will 
preside over the afternoon session at 
which Judge J. F. O’Connell of the pro- 
bate court of Cook county will speak 
on “The Value of Life Insurance to 
Estates,” followed by William Dunkak, 
agency organizer of the Samuel Heifetz 
agency, on “Payroll Deduction’; Man- 
ager John R. Hastie on “1941 Will Re- 
ward Workers,” and Professor Russell 
Tomilson, professor of speech, Lake 
Forest College, on “Motivating People 
to Action.” The banquet will be pre- 
sided over by T. D. Harvey of the 
Heifetz agency, leading producer of all 
Mutual Life representatives for 1939-40. 


Warns of N. Y. State Health Cover 


ALBAN Y—New York state is 
headed straight for state health insur- 
ance, unless the medical fraternity and 
the employers join in the organization 
and successful operation of non-profit, 
medical expense indemnity corpora- 
tions, under the authority granted in 
the 1939 legislative act. This warning 
was sounded by Supreme Court Justice 
R. Foster Piper, in relinquishing the 
chairmanship of the special joint legis- 
lative committee for revision of the in- 
surance. 

If the medical expense indemnity cor- 
portions do not take care of the pub- 
lic’s medical service wants eventually 
the state must go all the way and pro- 
vide for health insurance, he said. 


N. Y. Bank Insurance Record 


ALBANY—Judge Edward A. Rich- 
ards, chairman of the New York Sav- 
ings Banks Life Insurance Fund, an- 
nounces that 18 banks are now engaged 
in life insurance and that another would 
come in Feb. 1. Up to Nov. 30 last, 
15,295 policies had been issued totaling 
$12,352,650, and involving the payment 
of $409,722 in premiums. Death claims 
to date were 28,900. 








Penn Mutual's Retirement 
Plan Is Explained 


(CONTINUED FROM PAGE 2) 


age 55, and he becomes totally disabled — 
a member is eligible for immediate re. 
tirement in accordance with the regular _ 
provisions. i 




































































































































Illustrations of the yearly amounts of | M 
retirement income payable monthly be) 7 fore, 
ginning at age 65 for males is as follows miut 
Provided by combined contributions of| ~ hase 
company and member (life income, no © ;ese: 

refund at death) Mm An 
Average ‘ 
Yearly intr¢ 
Income 5 10, | 
$ $ retir 
1,200 54 441 48 260 189 13 y 
1,500 6938 552 429 325 236 = 16) paid 
1, 831 661 515 390 283 = 199 10 p 
2,100 771 #601 455 330 225 lan 
2,400 1,109 1 686 520 377 257 P d 
2,700 1,247 992 772 585 425 299) 8 an 
3,000 1,386 1,102 858 650 472 32) 7 
3,600 1,663 1,322 1,030 780 566 38 | © ador 
4,200 1,940 1,542 1,201 909 660 449 )% hic 
4,800 2,217 1,763 1,373 1,039 755 513). be 
e ii 
Provided by combined contributions of | prem 
company and be ppl ted by | nen 
commuted value of member’s vested re. | — 
newal interest* (life income, no refund| ¢C° 
at death) pis n 
oun” Age at Ent | pres 
early ~——————Age a ntry: — Bee 
Income ‘25 30 35 40 45 5) <iall 
$ $ $ $ $ — inte 
1,200 673 559 462 378 307 247 Ff 
1,500 841 699 577 473 384 303 — Cas! 
1,800 1,009 838 692 567 460 370 
2,100 1,177 978 808 662 537 432 J 
2,400 1,845 1,118 923 756 614 493 ‘. 
2,700 1,5 1,258 1,088 851 691 555 miu 
3,000 1,681 1,398 1,154 945 768 617 inst 
3,600 2,018 1,677 1,385 1,134 921 740 F  valy 
4,200 854 1,956 1,615 1,323 1,074 863 
4,800** 2,690 2,236 1,846 1,512 1,228 986 
—— com 

*Assuming that the agent’s production at ¢ 
during the 10 years preceding retirement 
is equal to 75 percent of his average com 
production during his entire period of fam 
membership and that this business is ¥ 
representative of the company’s business will 
as a whole, taking into account plan, F 
quality, etc. cluc 

**Tllustrative amount; actual amount adu 
limited to plan’s $250 monthly maximum star 
income—remaining vested renewal in, aie 
terest payable as it accrues. miu 

casl 
: ten 
Bragg Conducts St. Louis School loat 

ST. LOUIS—A sales training school ~ 
sponsored by the Life Underwriters As- diss 
sociation of St. Louis and the General 182 
Agents & Managers Association will be F 0 
held the afternoons of . Jan. 22-24 F- ee! 
under the instruction of James Elton [- C 
Bragg, manager Guardian Life in New | mac 
York. Mr. Bragg conducted two previ- | con 
ous schools in St. Louis. The general | “bl 
co-chairmen of the school are Frank M. 

See, general agent of New England Mu- 
tual, and Lester S. Becker, general agent 
of Lincoln National. . 

The regular January meeting of the 
St. Louis association will be held at 
noon, Jan. 22 at which Mr. Bragg will 
speak. 








“The difference in mental habits con- 
stitutes the great outstanding difference 
in men. Most of the reasons we give 
for not succeeding are excuses for not 
working hard enough.”—Fred Lieber. 
ich, Jr. 











There’s More 
to 
Insurance 
Thana 
Policy 


The highest form of insurance is the com- 
pany that issues it . . . what’s behind the 
policy determines what’s ahead for the pol- 
icy holder; it may be a small policy or a big 
one, but the record of the company is the 
true measure of its safety. At the Waldorf, 
for example, no matter which of the seven 
restaurants you select, to fit your pocket, one 
thing does not change . . . the comfort, 
service, and all-round satisfaction of staying 
at the Waldorf is still the same no matter 
how little you spend. 


THE 
WALDORF - ASTORIA 
Park Avenue e¢@ 49th to 50th e N. Y. 















































—a ee ON Ge OP og 
- 
oO 
ped 


uction 
ement 
rerage 
od of 
ess is 
Siness 

plan, 


nount 
imum 
1 in, 











Nceisinboameictl 








eer 





January 10, 1941 


LIFE INSURANCE EDITION 


21 











LEGAL RESERVE FRATERNALS 





—— 


‘J Maccabees Presents 


New Premium Rates 


Maccabees has distributed to its field 
force a new rate book showing the pre- 
mium rates on the new certificate forms 
based on the American Men 3 percent 
reserve which has just been adopted. 
A number of new certificate forms are 
introduced, including family income with 
10, 15 or 20 year family income period, 
retirement income at 55, 60 or 65; life 
paid up at 65 both for adult and juniors, 
10 payment life, endowment at 65, sup- 
planting the endowment at 70, and 10 
and 15 year endowments. 

This society is the first fraternal to 
adopt the American Men 3 percent basis 
which is being used by a great many old 
line life companies. J. E. Little, su- 
preme field director and actuary, com- 
mented that it is becoming more widely 
recognized that a new actuarial structure 
is needed to meet the demands of the 
present day economic situation and espe- 
cially the trend toward generally lower 
interest rates on investments. 


Cash and Loan Values Increased 


The change results in increased pre- 
mium rates at older ages and in most 
instances increase in cash and loan 
values. 

Maccabees expanded the family in- 
come plan to allow for a cash settlement 
at death in addition to the monthly in- 
come and lump sum at the end of the 
family income period. 

The society with these new plans now 
will issue 42 types of certificates, in- 
cluding 20 adult standard plans, eight 
adult single premium forms, eight junior 
standard plans and six junior single pre- 
mium contracts. Most of these offer 
cash and loan ‘values, paid up and ex- 
tended insurance and automatic premium 
loans, and all are participating after two 
years, 

Maccabees continues to issue income 
disability paying $10 income per month 
per $1,000, but the maximum age has 
been reduced from 60 to 55. 

Certificates have been redesigned and 
made considerably smaller and more 
convenient to handle than the old 
“blanket” style certificate. The rate 
book has been rearranged to provide 
easier reference. 


Report Greater Business Volume 


The 1940 paid production total of $42,- 
500,000 exceeded the 1939 total by more 
than $2,000,000, Mr. Little revorted. A 
production campaign was launched Jan. 
1, designed to break all records for the 
first half year. 

Illustrative premium rates and refunds 
(certificate dividends) per $1,000 on the 
new forms and some of the more popu- 
lar standard forms at quinquennial ages 
are: 

3% Participating Rates 


Family Income Retirement Income 


10 15 20 
Age Yr.* Yr.¢ Yr.t at55° at60 at65 
16...$16.94 $17.98 $19.01 $33.76 $26.62 $21.66 
+» 18.67 19.70 20.74 38.83 30.42 24.54 
25... 20.86 22.01 23.16 47.70 36.06 28.80 
30... 23.74 25.12 26.62 60.60 44.24 34.10 
35... 27.77 29.61 31.68 79.38 56.11 41.82 
40... 33.53 36.06 39.17111.52 73.39 53.00 
45... 41.82 45.51 50.12 176.15 102.76 69.12 
50... 53.11 58.76 65.55 374.40 161.63 96.43 
55... 69.01 77.65 .... «+o. 341.28 150.57 
60... SESE . asses hae”. See ae eds. 89 


*Rates first 8 : 

a0 L years; subsequently same 
tRates first 12 years; subsequently 
same as O. 


_tRates first 16 years; subsequently 

same as O. L. 
Ord 20 20 End. Life 10 

Age Life Pay End. 65 P.U.65 Pay 
bt -$14.75 $24.08 $44.93 $17.28 $15.56 $39.52 
os 16.25 25.81 45.28 19.24 17.17 42.40 ° 
a5... 18.32 28.23 45.62 22.35 19.82 46.32 
0... 21.09 31.11 46.20 26.27 23.04 50.81 
' 24.77 34.68 47.35 32.15 27.77 56.22 
= 29.61 39.06 49.20 40.56 34.80 62.67 
"¢ 36.18 44.70 52.31 52.31 44.70 70.28 
“Sa 44.70 51.96 57.26 71.66 60.37 79.15 
60. 56.22 61.64 64.98109.10 89.75 89.75 

+++ 68.43 72.00 73.96183.06 .... 99.88 

















Whole 20 Whole 20 
Life Pay Life Pay 
ge Pref. Pref. Age Pref. re 
| a $13.15 $22:74 939..... $26.76 $36.71 
5 43.560 32.25 46..... 27.83 37.66 
Saas < 13.86 23.57 41..... 29.01 38.60 
EGe xa: 14:30 24.06 423..... 30.20 39.79 
| Pee 14.57 24.40 43..... 31.38 40.85 
| 15.04 24.87 44..... 32.80 42.04 
Bee as 15.40 25.34 45..... 34.22 43.22 
15.87 25.82 46..... 35.76 44.52 
er 16.23 26.29 47..... 37.30 45.94 
Ee al one's 16.70 26.88 48..... 38.96 47.36 
| re 47.27 “S056 °° 48.00 40.73 48.90 
5 SES YS \ Mee eae ee 42.63 50.44 
| 18.24 28.42 51..... 44.64 52.22 
ae 8.83 29.01 652..... 46.77 54.00 
Se 19.42 29.72 53..... 49.02 55.89 
7) ee 20.18 30:32 64..... 51.51 57.90 
CD ee 20.72 31.03 eae as 54.00 60.15 
| ee 21.65 35.74 S6....- 6.72 62.40 
ee 22.26 32.45 eeaeere 59.68 64.89 
| eae 23.09 33.28 658..... 62.76 67.49 
23.92 33.99 59..... 65.95 70.34 
| Se 34.87 G4.823 G60..... 69.51 73.41 
+ [eget 25.82 35.76 
Refunds on 3% Certificates 
Ordinary Life 
o——End of Year , Total 
2 5 10 15 0 20 Yrs. 
| re $2.46 $2.59 $2.83 $3.10 $3.41 $55.12 
Lee 2.51 2.66 2.93 3.24 3.61 57.28 
Maino 2.58 2.75 3.08 3.46 3.88 60.48 
pee 2.67 2.88 3.28 3.73 4.21 64.52 
ee 2.79 3.05 3.53 4.04 4.56 69.24 
BO es cs 2.94 3.26 3.81 4.39 4.96 74.75 
| ee 3.15 3.52 4.16 4.79 5.41 81.36 
ee 3.41 3.85 4.56 5.26 5.91 89.10 
Se ce 3.77 4.26 5.07 5.81 6.48 98.50 
GO as. cs 4.25 4.81 5.69 6.47 7.15 110.12 
20 Payment Life 
2 3.06 3.60 4.23 4.98 71.74 
i 3.13 3.72 4.42 5.23 74.43 
A 3.25 3.91 4.68 5.57 78.27 
4 3.39 4.12 4.97 5.94 82.62 
5 3.55 4.36 5.28 6.34 87.50 
i. 3.74 4.62 5.62 6.77 92.82 
5 3.96 4.92 5.98 7.22 98.65 
4.23 5.24 6.36 7.69 105.06 
é 4.56 5.62 6.77 8.20 112.41 
| | eee 4.36 5.00 6.08 7.23 8.78 121.27 
20 Year Endowment 
5.46 6.93 8.66 111.63 
5.46 6.93 8.67 111.69 
5.47 6.94 8.68 111.79 
5.48 6.95 8.69 112.02 
5.51 6.97 8.73 112.53 
5.56 7.01 8.78 113.36 
5.63 7.07 8.86 114.75 
5.76 7.17 9.00 117.09 
5.96 7.34 9.21 120.83 
6.28 7.60 9.54 126.70 
Murray Named Director of 


Sales of W.C.O.F. 


Arthur G. Murray this week was ap- 
pointed director of sales of Women’s 
Catholic Order of Foresters, Chicago, 
charged with completely revamping and 
modernizing its selling methods. 

Mr. Murray resigned Jan. 1 from 
C. D. DeBarry & Co., Chicago fraternal 
conservation service company, which 
went out of business with Mr. DeBarry’s 
appointment as sales manager of Cath- 
olic Order of Foresters. Mr. Murray 
had been associated with Mr. DeBarry 
for 12 years, managing the office and 
doing sales work. He has been in the 
life insurance business for about 16 
years, having had four years’ experience 
connected with old line companies. 

W. C. O. F. is engaged in a “Golden 
Jubilee” sales campaign which will wind 
up July 17 on the society’s 50th anni- 
versary. Plans call for a nation-wide 
celebration. Field representatives have 
been contesting for six months to win 
awards of trips to the annual conven- 
tion to be held Aug. 26-28 in Glacier 
National Park. 


H. J. Lowry in Army Service 

Howard J. Lowry, treasurer of Na- 
tional Mutual Benefit of Madison, Wis., 
is now serving at Fort Benning, Ga., 
as assistant chief of staff of the fourth 
division of the regular army. 





T. N. Lapointe, 67, local agent for 3) 
years in Franklin and Manchester, N. 





THE WOMAN’S BENEFIT ASSOCIATION 
Founded 1893 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller Frances D. Partridge 
Supreme Supreme Secretary 





Port Huron, Michigan 





H., died following a long illness. He 
was chief ranger of the Catholic Order 
of Foresters in New Hampshire for 19 
years. 








Sue Because Premiums Refused 


LITTLE ROCK, ARK. — Charging 
their policies had lapsed because thei 
attempts to pay premiums were refused, 
1,378 policyholders filed suit here against 
the Southern Equitable Life of Warren, 
Ark., and its successor, the Security Na- 
tional Life of Little Rock. They asked 
judgments totaling approximately $30,- 
000 to cover premiums paid, with 6 per- 
cent interest. 

Most of them were employes of the 
Bradley Lumber Company of Warren. 
The Southern Equitable, organized in 
1933, sold its assets in March, 1938, to 
the Security National, which agreed to 
assume its obligations, the suit said. 
Under terms of the sale, the lumber 
company continued to collect premiums 
by deducting them from the monthly 
pay of its employes until 1939, when it 
discontinued collection without notice to 
the policyholders. 





Hold Up Final Peoria Life Report 


PEORIA, ILL.—Hearing on the final 
report of C. V. O’Hern, receiver for the 
Peoria Life, has been continued to 
March 3, by order of Circuit Judge 
Daily of Peoria. 

The case had been set for hearing 
Dec. 30 before the state supreme court 
reversed the decision of Judge Daily, 
who held in favor of the receiver on a 
series of claims of former agents. The 
claims involve about $500,0000. 

The second district appellate court 
had affirmed the decision of the local 
court. Petition for rehearing of the 
case has been filed in Springfield by 
Mr. O’Hern, and the case will probably 
appear at the February term. 

It had been planned to pay an addi- 
tional 5 percent dividend, the receiver 
had previously indicated, but reversal 
of the lower court decision will halt any 
such procedure. The entire assets of 
the defunct company have been dis- 
tributed excepting sums to cover claims 
of the agents if they are upheld. 





H. G. Mosler, Massachusetts Mutual, 
Los Angeles, former chairman of the 
Million Dollar Round Table, who is 
serving as a lieutenant commander in 
the navy, stationed in Washington, 
learned during the holiday season that 
a supposedly fire and burglar-proof safe 
isn’t always safe. Mr. Mosler is living at 
a hotel and took the precaution to de- 
posit his and Mrs. Mosler’s jewelry in 
the hotel safe. But they disappeared, 
along with other contents of the safe, 





and it was not until a missing hotel 
clerk was apprehended at one of the 
towns near Washington that the jewels 
were recovered. The story was of 
enough importance to make the front 
page of Washington dailies. 





John R. Larus, vice-president and 
actuary Phoenix Mutual Life, addressed 
the life insurance class of the Hartford 
College of Insurance on “Dividends.” 

The Rev. Howard Duffield, 86, pastor 
emeritus of the First Presbyterian 
Church, New York City, and a brother 
of E. D. Duffield, who was president of 
Prudential until his death in 1938, died 
at his home in New York City Jan. 5. 








Five Modern Legal 
Reserve Contracts 


@ Ordinary Life 

@Twenty Payment Life 
@Endowment at Seventy 
@Twenty Year Endowment 
© Family Income 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for almost fifty years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 

e@e 


Write for particulars to 
PETER F. GILROY, President 


1447 TREMONT PLACE 
DENVER, COLORADO 








WANTED... 


REPRESENTATIVES 
IN YOUR COMMUNITY 


LUTHERAN BROTHERHOOD is 
licensed and operates in 26 states, 
the District of Columbia, and the 
Dominion of Canada. All standard 
forms of Annuities and Life Insur- 
ance Contracts, adult and juvenile, 
are issued. An exclusive field of 
prospects—Lutheran Men, Women, 
and Children. (Representatives must 
be Lutheran.) 

Complete details will be sent on 
receipt of your letter addressed to: 


SUPERINTENDENT 
OF AGENCIES 


LUTHERAN 
BROTHERHOOD 


Legal Reserve Life Insurance for 
Lutherans 
Herman L. Ekern, President 


608 Second Avenue So. Minneapolis, Minnesota 























The 


A. O. U. W. 


of North Dakota 


THE PIONEER OF FRATERNAL 
LEGAL RESERVE SOCIETIES 


Provides All Popular Forms of 
Life and Disability Insurance 


A True Fraternal and a Mutual 
Life Insurance Association 


Home Office—Fargo, N. D. 
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Federal Reserve Board's 
“Brake” Plan Commended 


(CONTINUED FROM PAGE 1) 


We can help America by helping our- 
selves, our prospects, and our policy- 
holders to solve their problems and 
ours. By and large, America’s problem is 
just the combined problem of the 
American people.” 


Gives Company Results 


Mr. Cleary also gave data on the 
Northwestern’s results for the year. 
These are always of interest to all life 
insurance people because of the size and 
prominence of the company and the 
fact that the- eastern convention follows 
so closely the year-end. He said that 
on the whole 1940 was a good year for 
the Northwestern and that it probably 
ought to be called a normal year. 

“T am fearful,” he said, “that all of 
us, when we speak of normal, let our 
minds go back to a period when things 
were decidedly abnormal. The fact is 
that we will all profit by it if we will 
accept this day, this week, and this 
month as normal for now, because that 
is what it is and we have got to make 
the best of it in the light of that fact.” 


Return on Investments Normal 


Every factor in the Northwestern’s 
operations was favorable except the re- 
turn On investments and in that respect 
the company was normal “because what 
we are getting is what every other in- 
stitution and individual investing money 
safely or presumably safely is forced to 
take.” Holdings in government bonds 
are materially lower than a year ago 
or three years ago, he said, adding that 
it was not because of any question 
about government securities but be- 
cause better yields were available else- 
where. At Dec. 1 holdings in United 
States, municipal, and state bonds were 
$277,000,000. Utility bonds stood at 
$181,000,000. 


Defaults Were Negligible 


The only default in the portfolio is 
among the railroad securities, with the 
exception of the province of Alberta, 
Canada. There have been no new de- 
faults during the year, except possibly 
a temporary default in connection with 
adjusting two railroad bond issues. Mr. 
Cleary said that $25,500,000 of interest 
on bonds not in default the first of the 
year accrued during the first 11 months 
and every dollar of it has been received 
in cash. 

Praising the progress that has been 
made in reorganizing railroads in 
bankruptcy and_ receivership, Mr. 
Cleary said that a number of the major 
roads came out of the Interstate Com- 
merce Commission with plans of reor- 
ganization and some, such as_ the 
Northwestern, the Milwaukee, the 
Missouri Pacific, and the Northern 
Ohio, have gone through the courts. 
The plans that have been approved are 
generally quite satisfactory from the 
standpoint of the secured creditors. The 
plans are based on sound principles 
that will avoid the necessity of roads 
being returned to the courts at some 
later time. Life insurance, he said, has 
contributed greatly to the development 
of the plans which the I.C.C. and the 
courts have accepted as sound plans. 

The end of the year should find a ma- 
terial percentage of defaulted railroad 
bonds restored to an income basis on 
the new securities, that the company 
will get in exchange, he said. 


Mortgage Portfolio Up 


Though mortgages continue scarce 
the Northwestern shows a material in- 
crease in all branches—farm, city, and 
residence—in spite of heavy repay- 
ments. Acquired real estate is in good 
condition, generally speaking. Re- 
habilitation programs have been com- 
pleted. Occupancies are good. A fair 
income is being returned. 

The finance committee approved 476 
farm sales in the first 11 months, the 


asset value being $3,404,000, the sales 
price, $4,014,000; 9 city sales, asset 
value $1,629,000, sale price $1,724,000. 

Mortality for the first 11 months was 
up slightly but still favorable. Final 
figures for December may tip the bal- 
ance in either direction. Expenses have 
been kept under control and all told 
everything affecting the policyholder’s 
interest has been going in a favorable 
direction. Mr. Cleary was optimistic 
about the 1941 outlook. 


Sees Defense Boom 


“We are bound to have a year of 
great business activity, a tremendous 
flow of money through the economy of 
the country and whether you have 
plants receiving preparedness orders or 
not, this money is going to percolate 
into every community and into the 
pockets of every class of people,” he 
said. “It is going to make an oppor- 
tunity for increased sales. People are 
going to be doubtful as to where to 
put that money with safety. 

“If they are old enough to remember 
back 20 years it seems to me that you 
can answer that question for them by 
asking them to recall what investment 
was most certain, most satisfying dur- 
ing the readjustment following the last 
world war. There is nothing to justify 
the theory that life insurance will not 
function in the ultimate readjustment 
period following this world conflict as 
it did in the other. It ought to answer 
the question of the man who has funds 
to invest and who is uncertain as to 
where he may safely invest them.” 


TNEC OUTLOOK 








NEW YORK—In view of the possi- 
bility that the present session of con- 
gress may be asked to take action on 
federal supervision of insurance it is re- 
assuring to know that President M. J. 
Cleary of the Northwestern Mutual 
does not regard such a prospect as a 
menace to the institution of life insur- 
ance. 

In an interview here at the time of 
the company’s eastern regional conven- 
tion, Mr. Cleary said that he did not 
believe that congress, made up as it is 
of a cross-section of average, intelli- 
gent, honest citizens is going to look 
with favor on any proposal—should one 
be made—that would threaten the fu- 
ture of an institution having the social 
and economic importance that life in- 
surance has to the public of America. 
He said that members uf the TNEC 
and of the Securities & Exchange 
Commission in the course of the hear- 
ings at Washington commented favor- 
ably upon the service rendered and the 
results obtained by the companies gen- 
erally and that Senator O’Mahoney, 
TNEC chairman, has frequently said 
that the committee had no plan or pur- 
pose that would in any way harm life 
insurance or impose federal control 
on it. 


Supervision Not Management 


Drawing a distinction between super- 
vision and management Mr. Cleary said 
that it would be foolish to contend that 
management in the field of life insur- 
ance. had made no mistakes but that it 
would be equally foolish to assume that 
the factor of human weakness can be 
eliminated through popular elections, 
political appointments, or management 
by public authorities. It is manage- 
ment’s job, he said, to be alert in dis- 
covering weaknesses and active in elim- 
inating them. If there are cases where 
that attitude and effort do not exist it 
is the job of the supervising authorities 
to uncover these instances and to in- 
sist on their being corrected. 

The record of supervision with rare 
exceptions has been intelligent and ef- 
fective Mr. Cleary said. Yet notwith- 
standing these few exceptions there is 
no record of supervision over a great, 
far-flung business with a finer history 
of accomplishment than that of the 
state supervisors of the insurance busi- 
ness, he declared. 


Closer Policyholder 
Contacts Sought 


(CONTINUED FROM PAGE 1) 


for him, more about how to make his 
insurance give him maximum service, 
and finally more about his place and re- 
sponsibility as a partner in the Ameri- 
can economic structure. 


Can Improve Service 


“These informal get-togethers will, we 
believe, enable us to learn more 
promptly what questions are in the 
minds of policyholders; will show up 
any ways in which insurance is falling 
short in its efforts, and will point defi- 
nite avenues to continued improvement 
in service and in mutual understanding.” 

Referring to 1941 as a year of un- 
paralleled opportunity for life insurance 
salesmen, Mr. Arnold said: “I think that 
very soon we will see a change in con- 
ditions which will restore the virtue of 
thrift and savings to their rightful im- 
portance in public thinking and in our 
national economy. This will become 
more pronounced as we get farther 
along with the national defense program 
and as it becomes increasingly appar- 
ent that production of luxury and con- 
sumer goods must be curtailed to give 
maximum impetus to the defense 
efforts. The national income will con- 
tinue its upward trend, but there will 
be fewer opportunities for the average 
man to spend his money, except for ne- 
cessities. The trend of events will force 
a revision of government policies to en- 
courage saving, as has been true with 
practically every other government op- 
erating under war-time conditions. This 
situation gives the life insurance sales- 
man the biggest opportunity he has had 
in the past 20 years. 


Aid National Economy 


“And we should realize that when 
men put surplus dollars into life insur- 
ance they will be helping to insure a 
sound national economy in the future, 
because a steadily increasing share of 
the life companies’ assets will be in- 
vested in bonds of the national govern- 
ment, thereby helping to finance the 
government’s operations. Moreover, the 
cushion of savings so built up will help 
to ease the shock of the inevitable tran- 
sition period that will come when the 
defense program tapers off—as it must 
some day—and the nation returns to 
normal spending habits. 

“Right now, as we enter 1941, is:the 
time for the alert salesman to begin to 
think and talk in terms of increased life 
insurance for his policyholders because 
the defense program has already 
brought increased incomes to many 
wage and salary earners.” 

Also attending from the home office 
were Dr. Karl Anderson, medical direc- 
tor, and Vincent Burke, home office 
supervisor in the ‘agency department. 
Dr. Anderson gave a talk on medical 
selection, explaining with various spec- 
imens why different types of risks were 
declined or rated. 

The agencies taking part were those 
of R. J. Wiese and Cramsie, Laadt & 
Co. General Agents Wiese, F. A. 
Cramsie and W. J. Laadt were present, 
Mr. Wiese having handled arrange- 
ments for the joint meeting. 


Bert Hedges Heads Publicity 


WICHITA, KAN.—Bert A. Hedges, 
Wichita manager Business Men’s Assur- 
ance, has been appointed publicity direc- 
tor for the coming mid-year meeting of 
the National Association of Life Under- 
writers here March 27-29: Lee Wand- 
ling, Equitable Society, general chair- 
man, made the appointment. 

The selection of Mr. Hedges brings 
together the two leaders responsible for 
the huge success of the 1940 Kansas 
Life Sales Congress in Wichita last 
April, as Mr. Wandling was general 
chairman and Mr. Hedges’ publicity 
director of that gathering. 


Give Up Idea of 
Broad Nebraska 
Exclusion Bill 


LINCOLN, NEB.—Life companie | 


that sought to secure approval by the 
Nebraska insurance department oj 
drastic changes in the incontestable 
— have apparently given up the 
idea. 


ther discussion of the proposals. 
Logan Bill Would Amend Statute 


J. S. Logan, Nebraska department at. 


torney, drafted a bill which amends the 
Statute by including air forces and by 


broadening the law to cover deaths jn | 
As amended it will 7 
provide that all life policies become in. © 
contestable after two years save for — 
non-payment of premiums or for viola- a 


undeclared wars. 


tion of the conditions of the policies re. 


lating to service in the military, naval a 
declared or 


or air forces in all wars, 
undeclared, in which cases liability is 
limited to policy reserves. It is fur. 
ther provided that the aviation exclu. 
sion does not apply to policyholders 
meeting death while passengers in 
planes operated by established passen- 
ger lines. 


Would Not Broaden Act 


Mr. Logan said he was quite sure 
Nebraska legislators would go no far- 
ther than to add the aviation exclusion 
as limited to participation in wars. He 
is certain that legislators would not ap- 
prove the request for excluding deaths 
while engaged in auxiliary war serv- 
ices or to civilians in bombed areas of 
hostilities. 

Mr. Logan said in New York, Gov- 
ernor Lehman had vetoed a bill em- 
bodying their proposals and later Su- 
perintendent Pink denied approval of 
similar requests. 


Cincinnati Bank Boosts 
Life Insurance in “Ads” 


CINCINNATI—The Fifth-Third Un- 
ion Trust Company, largest local bank, 
inserted an advertisement in the finan- 
cial section of local newspapers assert- 
ing that “$1,000 of life insurance may 
be worth $2,000 to your family.” It 
points out that when an estate is settled, 
cash is needed to pay debts, administra- 
tion costs, estate and inheritance taxes, 
and cash bequests. If the executor is 
forced to sell investments to raise cash, 
the investments are likely those that 
should form the foundation of the fam- 


ily’s financial future since they are those | 


which will be sold at the least sacrifice, 
while a forced sale may mean serious 
sacrifice. Two dollars or more of estate 
assets may have to be sold to provide 
one dollar for estate obligations. Life 


insurance is the safeguard, the advertise- " 
because it provides cash } 


ment states, 
promptly and by preventing sacrifice 


sale of other assets, every $1,000 of insur- © 


ance money may save a family a loss of 
another $1,600 that such a sale might 
involve. 

“Tf your life insurance program does 
not include adequate provision for this 
kind of estate protection, confer with 
your life underwriter,” it concludes. 


Steel Policy Box 





No replies have been received to ~ 
letters which set a dead line for further | 
suggestions and there has been no fur. ~ 
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Inflation, Interest Rate, 


RFC Loan Charges Answered 


DETROIT—Michigan agents are oc- 
casionally running into objections from 
prospects that obviously arose over 
statements made in the heat of the presi- 
dential campaign. As a_ result the 
Michigan Association of Life Under- 
writers has summarized the principal 
objections of this: nature and has pre- 
pared for distribution a leaflet answering 
these objections. 

Issued with a strict injunction not to 
use them as sales arguments but to make 
use of the material supplied only when 
answering objections raised by prospects, 
the principal statements going the 
rounds as a result of campaign speeches 
are these: First, the inference that life 
insurance proceeds may be worth only 
50 cents on the dojlar because of in- 
flation; second, the suggestion that low 
interest rates will affect insurance ad- 
versely and third, the allegation that 
the companies are not as strong as 
people had been led to believe they are, 
since government assistance saved the 
companies during the depression. 


Inflation Reply Given 


On the inflation theme, the association 
recommends a reply in this nature: “Life 
insurance dollars are exactly the same 
as any other dollars, so what you con- 
tend, Mr. Prospect, is that the American 
dollar 10 or 20 years from now will buy 
only the goods that 50 cents will buy 
today. Let us assume that you are cor- 
rect in your prophecy. It will be equally 
true whether you invest your money in 
bonds, mortgages, savings bank accounts 
or if you dig a hole and bury it. Your 
family will get back in 10 years approxi- 
mately the same number of dollars you 
put in, but each dollar bill will buy 50 
cents worth of goods only. 

“Life insurance differs from the other 
means of accumulating money in one re- 
spect, however. If you die soon, your 
family will get back vastly more dollars 
than you put in. For example, if you 
buy $1,000 life insurance at $30 annually, 
you will put in $300 in 10 years. But 
your family, if you died then, would get 
$1,000 for your $300. What if each of 
those dollars will buy what today is 50 
cents worth of food, rent or clothes? 
Your wife and kiddies are going to need 
the food and shelter and clothing, Mr. 
Prospect. If you believe that these 
necessities will cost them twice as much 
then, then you need twice as much life 
insurance as I have recommended! 


Will Not Harm You 


Now let’s assume that you are not 
going to die shortly, but will live to 
mature your contract. What kind of 
dollars are you going to be paying in 
over the years? If you’re right and in- 
flation is coming, you're going to be 
paying those cheap, plentiful inflation 
dollars! So die soon or die late, in- 
flation cannot and does not harm you.” 

The association points out that if the 
prospect suggests the desirability of pur- 
chasing stocks or real estate, the under- 
writer should call attention to the fact 
that these are speculations and not in- 
vestments, and therefore create an addi- 
tional need for life insurance to balance 
their fluctuation and tax problems. 


Long Term Investments 


On the low interest rate theme, it is 
suggested that the agent point out first 
that the investments of life companies 
are for the most part in long term obli- 
gations with but a small portion of the 
holdings bearing interest at the current 
rate. 


The average portfolio return is 





considerably higher than the current in- 
terest rate. Secondly, the companies’ 
total invested assets exceed the amount 
of policy reserves by a substantial mar- 
gin so the required 3 percent or 34 per- 
cent interest on reserves could be made 
even though the average percentage 
earned on invested assets fell below 
those rates. 

Savings in mortality and expense 
afford a substantial margin of safety. 
These savings go far toward meeting 
interest requirements on policy reserves 
and interest earnings could be almost 
entirely wiped out and the companies 
could continue to function as to business 
now on the books. The average life 
contract matures many years after it is 
purchased and its reserves are made up 
largely of long term investments, so 
today’s interest rates has but a gradual 
effect on average portfolio yields. This 
effect, if interest rates continue low or 
drop still farther, can and must be met 
in ample time by charging higher pre- 
miums on new business written. 


Good Answer on Loans 


Regarding government loans, it is 
pointed out that the RFC loaned only 
to concerns having ample collateral to 
pledge and one of its main functions 
was to forestall extensive selling of se- 
curities, including government bonds, 
which would tend to depress the market 
still further. The RFC loaned a total 
of $90,693,210 to all insurance com- 
panies, including fire and casualty car- 
riers, principally in 1932 and 1933. This 
represented less than .3 percent of the 
total assets of the life companies alone! 
_ During this same period the total life 
insurance policy loans outstanding in- 
creased $1,400,000,000 and in addition the 
companies paid policyholders and bene- 
ficiaries $6,103,000,000. Therefore, while 
a few companies were borrowing $90,- 
000,000 the life companies of the United 
States paid out $7,500,000,000 or 82.7 
times as much as the few companies 
borrowed! During this same period the 
life insurance companies loaned the 
government, through the purchase of 
government bonds, $449,304,000. “The 
depression proved that the life insurance 
companies can take it—and hand it out!” 





Accomplishment follows planned ef 
fort. 





Appeals to Grandparents’ 
Soft Spot for Children 


Taking advantage of the _ tender 
spots which grandparents have in their 
hearts for their grandchildren, H. Z. 
Arney, Provident Mutual Life, Harris- 
burg, Pa., has been able to make some 
large sales to grandparents of means, 
according to “Provident Notes.” 

In the cases where the grandparents 
are too old and the children are too 
young, Mr. Arney suggests that the 
grandfather place insurance on his son’s 
life, designating the grandchildren as 
endowment recipients as well as bene- 
ficiaries in the event of the insured’s 
death. He placed one $50,000 case on 
this plan. The grandfather will pay the 
premium during his lifetime and after 
his death the premiums are to be paid 
by a trustee under a funded trust cre- 
ated by the grandfather. 

Should the son, on whose life the in- 
surance was placed, die prior to the ma- 
turity of the endowment, the proceeds 
will remain at interest with the com- 
pany until each grandchild attains a 
certain age after which the grandchil- 
dren will receive a life income. 


Sold Additional Cover 


The son on whose life the insurance 
was placed, took advantage of the op- 
portunity to obtain $5,000 of personal 
insurance on the same medical exami- 
nation. 

In another case, Mr. Arney placed a 
$20,000 policy on a granddaughter of 
insurable age. Her grandmother will 
pay the premiums during her lifetime 
and arrangements were made to con- 
tinue the premium deposits after her 
death by means of a trust fund which 
she has created. At the maturity of 
the endowment, the proceeds will give 
the granddaughter a life income. 





“In developing your day’s work re- 
member that prospecting, at the mini- 
mum, is at least 75 percent of the selling 
process. Always bear in mind that ac- 
tivity to produce an influx of new names 
in your reservoir of people to see is es- 
sential if you are to have continuous and 
steady production.” —H. P. Foust. 

x * * 


“A man spends approximately 98 per- 
cent of his lifetime on the problems of 
acquiring property, and approximately 
1.7 percent of his lifetime on the prob- 
lems of conserving property, and ap- 
proximately .3 percent of his lifetime on 
the problems of distributing property.”— 

D. B. Maduro. 





FOR YOUR FACT FILE 
Expectation of Life 


Expectation of Life— Expectation of Life at 
in Years Birth in Years 
Total White White Total White White 
Age Persons® Males Females} Year Born Persons Males Females 
20 47.91 47.33 50.57 1938* 62.78 62.12 66.20 
25 43.50 42.86 46.02 1937* 61.48 60.75 65.08 
30 39.14 38.40 41.51 1936* 60.81 60.18 64.36 
35 34.81 34.01 37.04 1935* 61.37 60.72 64.72 
40 30.61 29.75 32.64 1934* 60.79 60.24 64.18 
45 26.54 25.66 28.34 1933* 61.26 60.86 64.40 
50 22.64 21.78 24.17 1932+ 61.07 60.69 64.38 
55 18.98 18.16 20.19 19317 60.26 59.88 63.56 
60 15.49 14.79 16.42 1929-1931§ 59.50 59.31 62.83 
65 12.34 11.78 13.01 1919-1920{] an 55.33 57.52 
70 9.64 9.20 10.04 1910¢ 51.49 50.23 53.62 
75 7.31 6.99 7.47 1901¢ 49.24 48.23 51.08 
80 5.43 5.26 5.43 doe eats 


*Total United States. 
+United States, excluding Texas. 

tOriginal Death Registration States. 

§United States, excluding Texas and South Dakota. 
{Aggregate of 27 States, not computed for total persons. 
°Includes white and colored. Source—Metropolitan Life. 





Hill Urges Agents to Double 
Best Six Month Sales 


(CONTINUED FROM PAGE 1) 


presume on his friendship with the 
buyer and seemingly hang the dollar 
sign on friendship. Mr. Hill said he 
had recently heard of two other cases 
similarly lost, one for $25,000 the other 
for $10,000. 

“Each instance goes to prove what 
we already know, that men do add to 
their life insurance holdings from time 
to time and that they usually buy from 
the agent who keeps in close contact 
with them, either personally or by mail 
or both,” he said. “Undoubtedly every 
agent has a few contacts which are so 
close he is reluctant to press for a sale 
but surely it’s just good business for 
the agent to keep his name before these 
prospects with regularity—personal 
letters and company sales literature 
chosen with discretion—each of which 
would be constant reminders that the 
agent was thinking of the friend and 
anxious to serve him in life insurance 
matters. Commissions on a _ $10,000 
policy will finance a mighty effective 
sales and prestige building mail cam- 
paign as many agents will testify and 
you can imagine as well as I what can 
be done with but part of the commis- 
sion on a $50,000 case.” 


To Continue Advertising 


In addition to continuing its national 
advertising the Northwestern will con- 
tinue its physicians and surgeons cam- 
paign, on which Mr. Hill gave some 
highly favorable statistics. During the 
second and third quarters of 1940, fol- 
lowing the introduction of this cam- 
paign, the company’s business from 
physicians and surgeons showed an in- 
crease of 46 percent in lives and 49 per- 
cent in volume over the corresponding 
months of 1939. The average case was 
more than $8,000. Many agents will find 
this a most profitable field for con- 
tinued intensive development during 
1941, said Mr. Hill. In addition, two 
new selective selling campaigns will be 
launched, one for building contractors 
and the other for bankers. 

“There is every indication that 1941 
will be a banner year for building con- 
tractors,” he said. “It is significant to 
know that we wrote nearly as many 
building contractors in 1940 as we did 
physicians and surgeons. Bankers, of 
course, have always been good pros- 
pects and desirable centers of influence. 
Our average policy to bankers is also 
high, being about $8,000.” 


Robert Littell’s Record 


Illustrating what can be done in get- 
ting business from doctors, Mr. Hill 
told of the successful work of Robert 
Littell, one of the Northwestern’s 
leading agents, who for family health 
reasons moved from Indianapolis to 
Seattle in July, 1939. Though both he 
and his wife were total strangers there 
Mr. Littell was second high man in the 
agency by the end of November, 1940. 
Though he has been in Seattle less than 
two years Mr. Littell has the permis- 
sion of 11 of the leading doctors to use 
their names as references with other 
doctors. 

“By the way, how many doctors are 
so satisfied with your service that they 
have given you carte blanche to use 
their names with the medical profession 
in your community or city—or have 
you ever asked them?’ Mr. Hill in- 
quired. “It’s a good question, particu- 
larly when year in and year out doc- 
tors are among the buyers with the 
highest average policy.” 

Urging his audience to make more 
use of salary savings business, juvenile 
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insurance and female risks, Mr. Hill 
gave some interesting figures on some 
of the leaders’ production in these 
fields and suggested others might do 
well to increase their production in 
these fields. 


C.L.U. Production High 


Commenting on the _ educational 
trend Mr. Hill said that although the 
Northwestern’s C.L.U. agents repre- 
sented but 4% percent of its full-time 
agents last year they paid for 11 per- 
cent of the total business coming from 
both full and part-time agents. 

To illustrate the principle that edu- 
cation is a continuing process, Mr. Hill 
cited the example of Fred Meyer, a 
Northwestern agent in Chicago, who 
was so impressed with the possibilities 
of a C.L.U. movement that though he 
was in his sixties he made up his junior 
and senior years of high school de- 
ficiency by going to night school, quali- 
fied and took the C.L.U. examinations 
and received his C.L.U. designation at 
age 66. Mr. Meyer felt it was one of 
the most interesting and helpful things 
he had done in his entire business 
career. 

Mr. Hill announced that the North- 
western is bringing out a 10-year term 
contract, also a 15 and 20-year term 
contract. None of these is renewable 
but each will be convertible any time 
within 10 years from date of issue. He 
said these contracts are not curealls and 
should be sold only where they fit in- 
dividual needs but said that “these three 
new contracts round out your line of 
selling tools.’ The company already 
has a five year policy. 


Term Policies for Interns 


Mr. Hill recalled a conversation with 
one of the country’s leading doctors, 
one of the chiefs on the Duke Univer- 
sity medical staff, who stressed the 
fact that every year there are through- 
out the country hundreds of young 
medical students many of whom could 
not afford permanent insurance nor 
would they be able to for some years 
because of their protracted years of 
study, internship and finally several 
years of practice before they have paid 
up their debts and got straightened 
around financially. He said a surprising 
percentage of these students were be- 
ing financed by funds and individuals 
and that they needed protection now 
but that for most of them a five-year 
term policy was not of long enough 
duration. 


EASTERN LEADERS 


Leaders for the eastern zone in vol- 
ume for the year ended Dec. 1 were G. 
J. Kutcher, New York City, $991,523; 
O. M. Barres, Bethlehem, Pa., $629,774; 
H. L. Barnett, New York City, $602,- 
061; Herman Duval, New York City, 
$573,013; E. H. Earley, Brooklyn, 
$513,027; Hugh O’Neill, Newark, $445,- 
531; H. F. Cluthe, Newark, $440,045; 
Leonard Mordecai, Boston, $429,066; R. 
U. Redpath, Jr.. New York City, $402,- 
699: and John Binns, Newark, $382,360. 

The 10 leaders in lives for the zone, 
for the same period were M. H. Aber- 
nathv, Cochran, Va. 123: M. H. 
Phelps. Svracuse, 121%; L. R. Schultz, 
Philadelphia, 118; Louis Wallis, Tren- 
ton, N. J., 99; R. R. Brown, Winston- 
“i N. C.. 90: H. L. Smith. Trenton, 

J.. 80%; P. E. Burke Tr., Wheeling, 
W. Va.. 80: D. H. Tompkins, Charles- 
ton, W. Va., his Israel Franklin, 
Providence, 75; E. L. Freyer, Jr., 
Rome, Ga., 7. 


New Mortgage Policy Twist 








At the second day’s session W. H. 
Griffin, Manchester, N. H., described a 
mortgage insurance sale based on in- 
creasing the mortgage amortization 
period rather than adding the additional 
undue of the insurance premium. “If 


your banker had offered you a mort- 
gage running for a slightly longer pe- 
riod but which would have been paid 
off in case of your death, wouldn’t you 





have taken it?’ Mr. Griffin asks the 
prospect. The answer is almost always 


es. 

: Getting the necessary data for the 
application, the agent asks if it will be 
all right to take the matter up with the 
bank. The answer again is yes. As an 
example of how the plan works out, 
Mr. Griffin took an $8,000 mortgage 
with 14 years to run on which monthly 
payments are $67.12. The premium on 
$8,000 of ordinary life would work out 
to $14.32 a month. Deducting the lat- 
ter figure from the former leaves 
$52.80. Lowering the monthly pay- 
ments to that figure would extend the 
amortization period to 20 years, which 
is out of line with the “few years more” 
mentioned in the sales talk. 


Cash Value Used 


However by assuming that the cash 
value will be used to pay off the mort- 
gage the amortization period becomes 
only 16% years or only 214 years more 
than without the insurance protection. 

Mr. Griffin warned that the plan 
would not work where the amortization 
period is already the maximum per- 
mitted by the lending institution. 
Otherwise lenders like the idea, as they 
dislike having to foreclose especially on 
account of the mortgagor’s death. Also, 
if the mortgagor is 50 or more years 
old the insurance premium runs so high 
that extending the mortgage to cover it 
is not practical. In such cases it is 
necessary to propose an _ additional 
monthly outlay for the insurance. 


SELLING DOCTORS 


A. B. Sherman, Poughkeepsie, gave 
some specific pointers on getting busi- 
ness from the lucrative medical field 
stressed earlier by Director of Agen- 
cies Hill: 

1. Best time to call on doctors is 
after 4:30 in their offices or after 8:30 
at their homes. 

2. The agent should be a notary to 
witness the various papers a doctor 
must sign. 

3. Don’t smoke unless invited to. 

4. Never offer to shake hands. Shak- 
ing hands means the doctor has to re- 
sterilize his hands before examing the 
next patient. 

5. Learn to make out correct in- 
come tax returns. Get so that doctors 
depend on you for advice. 

6. Talk retirement values on present 
and proposed life insurance. 

7 Use visual and emotional appeals, 
for example, “Your competitors won’t 
retire you but your competitors will in 
time.” Carry an old large size dollar 
bill and say, “When we are earning, a 
dollar looks like this small sized bill. 
When we are retired every dollar looks 
like this big one.” Tell him, “This is 
a problem we must solve. Be the archi- 
tect of your destiny—be the captain of 
your soul.” 


No Policy Peddling 


Paul Castner, Stamford, Conn., said 
that “Idea No. 1,” the topic of his talk, 
is the relationship of the client and the 
policyholder. The “policy peddler,” he 
said, is not really giving service to the 
buyer. He told of T. K. Carpenter of 
the McMillen agency, New York City, 
having refused a $50,000 case that was 
offered to him until the prospect con- 
sented to give him essential information 
on which to base proper insurance ad- 
vice. 

The average insurance portfolio, said 
Mr. Castner, looks like something the 
insured might have picked up in a 
night club on New Year’s Eve. Saying 
that it pays to do the job the right way, 
he recalled a case where his refusal to 
accept a $10,000 policy without getting 
full information resulted in a sale of 
$30,000 instead of $10,000 and_ will 
probably result in additional $50,000 in 
the future. 

Meyer Weiner, Grand Rapids, gave 
some significant statistics from his ex- 
perience: He delivered 107 out of 121 
applications, 92 percent of which were 











written on approval. Thirty-eight per- 
cent of his 1940 business came from 
three “nests’—a contractor’s supply 
business, a hospital and a government 
bureau. Seventy-eight percent of his 
total lives came from persons he had 
never met before 1940 even though he 
was born and reared in Grand Rapids. 
Seventy percent of his 1940 business 
came from persons within five years of 
his own age. 

Mr. Weiner’s volume on joint work 
amounted to $71,000. He regards this 
as “found” business, since his purpose 
in undertaking joint cases is primarily 
to stave off laziness and mental slumps. 
He said he would certainly have wasted 
the time if it weren’t for joint work, 
“because I am sure we all find our 
spirits buoyed up by a brother agent’s 
ideas and enthusiasm.” 

To jar the man who thinks he is 
putting all he can possibly afford into 
life insurance, Mr. Weiner may tell a 
prospect who is paying, say, $75 a year 
in premiums, ‘Why, thought you 
made more than $750 a year.” When 
the indignant prospect asks where he 
got such picayune figure Mr. Weiner 
explains that “all our expert budget- 
makers tell us that the average man 
can put 10 percent of his income into 
life insurance and I assumed you were 
an average man, that’s all.” 


Using Social Security 


Ernest Hickok, New York City, said 
that the net effect of the existence of 
federal social security is beneficial to 
life insurance selling. Listing a num- 
ber of valuable by-products he said 
that sometimes a talk on social security 
will result in an immediate sale. A 
man will frequently reach for $5,000 to 
complete a program when _ $20,000 
would be impossible as an immediate 
step, he said. 

Ben S. McGiveran, general agent, 
Eau Claire, Wis., said that the C.L.U. 
designation is only the equivalent of a 
high school diploma in general business 
and that many who lack the C.L.U. 
designation are better equipped than 
many who have it since the former may 
have studied the same subjects in a 
broad way and be more skilled in ap- 
plying them. He suggested spending 
a certain number of hours each day 
on specialized types of insurance, such 
as wills, taxes, and the like, the im- 
portant thing being to take up one 
field at a time. 

Joint work has been overlooked in 
these fields, he said, because most 
agents think it is a one man proposi- 
tion. Actually joint work enables * the 
originating agent to build up the fame 
of the “consultant,” saying things which 
the latter could not decently say about 
himself. 


SUCCESS PATTERN 


“The Success Pattern,” was pre- 
sented in eight scenes and a prologue. 
It occupied an entire afternoon. Its 
theme was that success is not merely 
following certain methods but that 
there is a general pattern of activity 
which leads to success. J. H. Jamison, 
production manager at Boston, acted as 
narrator, summarizing each point after 
it was made by the actors. The four 
essential parts of the pattern of success 
were displayed on a large sign at one 
side of the stage. These points were 
positive mental attitude; good prospect- 
ing habits; arousing attention and in- 
terest; and motivating men to buy. 

Besides Mr. Jamison those in the 
cast included E. H. Earley, F. A. 
Thomas, Miss Margaret Muir, H. W. 
Baird, R. C. Eldred, W. S. Moore, H. 
H. Tanner, Miss Ann Tyson and D. H. 
Conroy, of the Brooklyn agency; D. 
B. Fluegelman, E. H. Arnaudin, and C. 
E. Mackay of New York City; W. L. 
Momsen, production manager McMillen 
agency, New York City; B. F. Redfield 
and W. S. Newton, Jr., Boston; F. N. 
Tornow and F. J. Meier, Buffalo; Rob- 
ert Sheldrick, and V. J. Milletti, New- 
ark; A. B. Sherman and C.E, P. 
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number of 
paid cases in 1940. Mr. Porter started 
with Penn Mutual in Champaign, his 
home, upon graduation from the Univer- 
sity of Illinois. He now has in force in 
that company $7,500,000 of life insurance 
which he has produced. 








Poughkeepsie, N. Y.; A. R. 
J. F. Pool, Wil- 
Newark, 


Crauer, 
Hahn, Philadelphia; 
mington. W. A. Steadman, 
acted as stage director. 

Another unusual feature was the 
quiz conducted by Harry Krueger, as- 
sistant to General Agent Rudolph Recht, 
ag York, as “Dr. P. Q.”, assisted by 

M. J. Mayer and Louis Oppenheim also 
of New York City. Questions dealt 
with information on the company’s 
contracts and procedure with quite a 
few gags salted in. One of these was 
a question, “Why was an addition built 
on to the home office?” The answer 
was, “To hold the files of the medical 
department’s rejections.” 

Paul Speicher, managing editor In- 
surance Research & Review, spoke on 
“The Life Underwriter Looks Ahead.” 
Among other things Mr. Speicher said 
that as far as the forthcoming report 
of the Securities & Exchange Commis- 
sion on the life insurance investigation 
is concerned, life insurance men might 
as well take the attitude that their busi- 
ness has been investigated and found 
in fine condition and that if anything 
is found wrong it should be corrected. 
He said this was better than taking a 
complaining attitude. 


W. B. Minehan Speaks 


W. B. Minehan, secretary’s depart- 
ment home office, spoke on the oppor- 
tunities in connection with business 
sold to cover estate taxes and other 
specialized uses. 

Vice-president Edmund _ Fitzgerald 
was toastmaster at the dinner dance. 
Among the guests introduced were Su- 
perintendent Pink of the New York de- 
partment. President Cleary spoke 
briefly. Mr. Cleary gave the principal 
address at the luncheon meeting which 
brought the convention to a close, His 
talk is reported elsewhere in this issue. 

Members of the convention commit- 
tee who acted as chairmen of the vari- 


ous sessions included V. D. Griffin, 
general agent Manchester, N. H.; J 
Warner Heinekamp, general agent 
Trenton; Ns J:3.P: Allen, general 


agent Buffalo, N. Y.; George Emery, 
New York City; and O. M. Barres, dis- 
trict agent Bethlehem, Pa. General 
Agent Clifford L. McMillen, New York 
City, had charge of arrangements. 

Geoffrey O’Hara, well known com- 
poser, song leader and lecturer, led the 
singing. John Flynn. C.L.U., ‘acted as 
accompanist. Mrs. Flynn, as at pre- 
vious conventions, played a number of 
pipe organ selections. 





George E. Risley, agency secretary 
Connecticut General Life, has been visit- 
ing the Walter G. Gastil agency in Los 
Angeles. 
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PRICES 
Four copies (minimum order) $1.00 
Lots of 12 copies, each.... .20 
Lots of 25 copies, each.... .18 
Lots of 50 copies, each.... .17 an interruption. 
Lots of 100 copies, each... .15 








Are Your Prospects Talking 
About Inflation? 


S IT POSSIBLE for the average man to hedge 


against inflation? lt has been tried many times in the past. People have bought 
small blocks of stock, real estate or commodities to protect themselves against 
rising prices; some following the advice of "market tipsters". But, what have been 


What about inflation? What is it? Do you know that until recently we have 
been in a period of deflation for eight years? 

What about present rising prices? Will this cause inflation? Do you know 
that prices are still 30% below the peak of 1920? 

And, what about the billions now to be spent for national defense? Will this 
cause inflation to get out of hand or are there natural or artificial brakes which will 
operate automatically or which can be applied? 


WHAT IS THE RELATIONSHIP OF 
LIFE INSURANCE TO INFLATION? 


This whole problem is brought down to earth in a concise and understandable 
manner in Abner Thorp's new booklet "Inflation and Life Insurance", which is just 


SUGGESTED USES FOR THE BOOKLET 
1. . = « Order a copy for each of your Agents to offset their fears of Inflation. 


2 « = = = Suggest to them that they buy a dozen copies themselves and keep them 
in circulation; that they write their names on the inside front cover of 
each booklet and loan to a prospect. An excellent reason for a call back 
to pick it up, when the need for Life Insurance can be discussed with- 


3. «= « Use it as a mailing piece when properly marked for individual prospects. 


4 . . «2 Itcan be effectively used with persons of wealth to open up Tax and Busi- 


ness Insurance cases. 
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J. C. Cameron, vice-president and actuary Great Southern Life since 1919, was 
honored by his associates on his 30th service anniversary with flowers and gifts. He 
joined the Great Southern in 1910 when it was a year old. He is a native of Edin- 
burgh,, Scotland, and a University of Edinburgh graduate. He served with the Cale- 
donian Life and the Scottish Metropolitan in Scotland. 


AT THE MEETING OF AMERICAN ASSOCIATION OF UNIVERSITY TEACHERS OF INSURANCE 


1n CHICAGO. 

Top row—Milton W. Mays, manager Business Development Office, New York, and + 
Wade Fetzer, Jr., W. A. Alexander & Co., Chicago. 

Bottom row—Dr. David McCahan, University of Pennsylvania, president of asso 
ciation; Robert Riegel, University of Buffalo, immediate past president; F. G. Dick- 


inson, University of Illinois. 





; : Chester O. Fischer, vice-president Massachusetts Mu- 
GLIMPSES AT MEETING OF INSURANCE TEACHERS IN CHICAGO: tual Life, is becoming an expert in the art of giving 
Top row—Professors Watson, Notre Dame University; G. W. Goble, University of away brides. His daughter Catherine was married in 

Illinois, and J. M. Breen, attorney Lumbermen’s Mutual Casualty and chairman of the fall and his daughter Elizabeth (above) was married 

the Kemper educational courses. to Ernest A. Johnson, Jr., during the holidays. Both 

Bottom row—Professors Bickley, University of Alabama, and J. A. Campbell, Knox ceremonies were performed in Peoria where Mr, Fischer 
served as general agent. 


College. 





